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CF«I Hardware Cloth, the product with a thousand- 
and-one uses, and CF«I Nails, ‘‘a nail for every job”, 
are part of the popular line of CFaI Hardware Prod- 
ucts. Many of your customers want and need these 
products... you can step-up sales by stocking and 
displaying them in your store. 

Widely advertised, CF«I products have the brand 
name appeal of products made in the U.S.A. Their 
built-in dependability assures you satisfied customers 
and helps spur repeat sales. 


d 


sellers 


trom CFs 


Make your store “headquarters” for the complete 
line of CF&I Steel Wire Products and you'll find that 
customers will buy several of these products at one 
time. The result: increased profits for you. 


CF&I’s LINE OF STEEL WIRE PRODUCTS 
Baling Wire « Barbed Wire * Cinch Fence Stays « Clothesline « Door 
Springs * Flower Bed Border * Gate Springs * General Purpose Fabric 
General Purpose Strand « Insect Wire Screening *« Merchant Wire 
Ornamental Fence « Poultry Netting « Silver Tip Posts—line, end and 
corner « Soffit Screen * Square and V-Mesh Fence « Stone Wire 
Stucco Netting 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque * Amarillo * Billings * Boise * Butte * Denver * El Paso * Ft. Worth * Houston * Kansas City © Lincoln 
Los Angeles * Oakland * Oklahoma City * Phoenix * Portland * Pueblo * Salt Lake City * San Francisco * San Leandro 


Seattle * Spokane * Wichita 


STEEL. 
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When it comes to 
WOOD SCRAPERS... 


Everybody reaches for 


‘tase 89 
aa are Wl 


Baidvuos 


Mog 
OS °N 











The Red Devil scraper line covers all your customers: the “pros,” 

the home craftsmen, the buy-minded do-it-yourself trade. Sell 

Red Devil scrapers including the famous Hook and Big Hand 

lines and new Dragon-Skin—you give ’em exactly what they’re 

after ...in blades, in handles, in “feel,” and in price. 

With every Red Devil tool, you get the full benefit of sure-fire Red Devil displays, 
pre-priced carding, and national advertising. Plus the profit protection of Red Devil’s 
full 40% discount. Send for free illustrated price sheets on whole line. 


Don’t miss out! Take advantage of Red Devil's 3 different sizes of 
merchandisers, free with dozens of tool assortments that 
fit the needs of every store. Ask your jobber, today! 


Red Devil Tools. 


seer UNION, New Jersey, U.S.A. 
World’s Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 _—_—e 
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Sensationally new: 


A stool with swingaway steps 


in smart, hour-glass shape! 


GUI60 


STEP STOOLS 


Cosco, the manufacturer who revolutionized step 
stools with the first swingaway steps, does it 
again—with this great, new design. Built to help 
celebrate 25 years of metal furniture leadership, 
it’s going to start sales figures soaring in ’60! 
Notice the sleek, modern styling. The functional 
swing of the steps (they stay put, even when held 
at a 90 degree angle, until you lift them out to 
use). The flared legs for sturdy stability. The 
roomy, rubber-treaded steps for greater-than-ever 
safety. It’s Model 44-D, the step stool to step 
up sales. Ask your distributor for it in chrome 
frame with yellow, charcoal, red, brown or tur- 
quoise upholstery—or = 1 A9 5 

tan frame with beige. $15.95* 


HAMILTON COSCO, INC. »« COLUMBUS, INDIANA 
Two more terrific COSCO Step Stools 
& 


Model 44-A Step Stool 
with seat that lifts up to 
step up. $11.95. $12.95.* 


Model 44-B Step Stool, 
new for '60. Seat lifts up 
to step up. $9.95. $10.95,* 


*Price Colorado and west. e 


All prices shown are retail list, are fair traded in all states having tair trade laws. 
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USS is a registered trademark 


displays can be your 
hardest-working “salesmen” 


Gardeners can’t resist Golden Grain Tools on display! 


Make this the most profitable 
season in your store’s history! 
Catch Spring gardeners with a 
serve-yourself USS display rack. 
Order now from your hardware 
or nursery jobber...and stock 
ahead on popular USS Golden 
Grain Garden Tools! 


Big ads in Sunset Magazine, 
Better Homes & Gardens, Los 
Angeles Times Home Magazine 
and Pictorial Living will give 
you the largest magazine sched- 
ule ever put behind these famous 


tools. Display them... and sell 
these exclusive features! 

@ Fine quality construction... 
designed for extra years of service 
® Rugged forged-steel heads 

@ Smooth, golden-tone finish... 
grain-hardened ashwood handles 


Look for the famous STEELMARK 





Reaching 80 million 
\ consumers each 
month... helping 
you sell more stee/ 
merchandise, 











Manufactured in the West for the West! 


United States Steel Products 


Division of 


5100 Santa Fe Avenue, Los Angeles, California + 


For Details Circle 4 on INQUIRY CARD 


United States Steel 


1849 Oak Street, Alameda, California 
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Oxco's foesor-(1iAW 


MEANS “SPEEDY” SALES FOR YOU 


Sy 


No. 880 No. 660 


ecor- (LEAN J ms, _ freer (ei 


SCRUBSTER a PAN BRUSH 


A new kind of scrub brush that’s styled 
and priced to sell at aglance. Solid plastic 
block, in kitchen yellow and pastel pink, 
features handy hanging ring for retail dis- 
play, or easy hang-up at home. Crimped 
plastic bristles in matching colors pick up  *» ‘ : 
and hold more water, resist matting. Prrerdoede 4 oar — Solid _— 
Modern shape and fluted edges give firm, | Good Housekeeping = AY andie, in assort ris 
° 7 and yellow, has hanging 


ip. wor as 4 ee 
— o — hole. Carded for added 
impulse at point of sale. 


A double duty dandy for 
pots and pans. Tampico 
filled face scrubs fast and 
clean; crimped brass wire 
on back scours away stub- 


4 HIGH TURNOVER KITCHEN CO- 
ORDINATED ITEMS SELL AT POPULAR 
PRICES ...CARRY FULL MARK-UP 


Your wholesaler can show you how these at- 
tractively carded or packaged Speedy Clean 
items can be displayed for eye appeal and im- “ 
pulse buying on Oxco’s #12 or #25 Merchan- PEEOY-( LEAN 
disers or on your own peg boards. Next time he 

stops by, show him this ad . . . for quicker service. DISHWASHER 


No. 770 


Strong, sanitary bristles 
of white polypropylene 
do a fast and efficient 
washing job on dishes, 
No. 990 “ glasses, tableware, pots 
’n pans; or in preparing 
dishes for automatic 


EEDY A LEAN dishwasher. Solid plas- 


tic handle, in assorted 

pink and yellow, with 

WET MOP convenient hanging hole. 

Handy household mop Carded with selling copy. 
that won’t shed, lint, 
tangle, or sour. Thirsty 
DuPont cellulose sponge 
yarn soaks up water and 
dirt, cleans floors easily 
and quickly ... leaves 
them semi-dry. Complete 
with 48” handle with 


hanging ring. Head 
sealed in poly bag with 
display copy. : THE LINE THAT MOVES 


OX FIBRE BRUSH COMPANY, INC. 
FREDERICK ¢ 1886 mantiane 
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COMMEN T — 


Are We Misled by a Word ? 


Words are used chiefly to convey a message. 


Sometimes we may use a word for tradition’s sake. It may 


seem harmless to us, but as times change the meaning of the 
word doesn’t. 


There is such a word in our field today that is plaguing us. 
It is the word “buying.” The only true buyer is the consumer, 
either an individual or a firm that will use the product bought. 


Retail dealers and wholesalers are not “buying” merchandise 
if it is meant to get into the hands of consumers. They are 
merely selecting merchandise to sell eventually to consumers 
and to finance it on its way. 


When a merchant thinks of “buying,” he usually thinks of 
price, special discounts and any other favors that may save 
money. This has been the old traditional thinking that has pre- 
cluded many merchants from thinking about “selling!” 


Why worry about a mere word? Stop and think. Are all 
of your employees who are now “buying” thinking very much 
about selling... real selling? 


Actually our industry would rid itself of many of its ills if 
we could banish the word overnight (except when it applies to 
consumers) and in its place use the word “selling.” 


We would then not have any so-called buyers but sales man- 
agers of departments or of stores who select merchandise to 
SELL. 


When a dealer thinks in terms of “selling” instead of “buying” 
he then welcomes all the promotional help that his manufacturers 
and wholesalers offer him. He does the things necessary to bring 
into the store the customers who really do the “buying.” 


Stile Clin 





OUR READERS WRITE 
... to the Editor 





Hawaii Boom is on 
Dear Sir: 

The Aloha Hawaii issue certainly 
went over big in the Islands and my 
compliments to you for a good job 
well done. 

We are now in a real building 
boom, actually I cannot seem to keep 
my records straight on all the new 
projects being started. 

Within another two years I don’t 
believe you would recognize Waikiki. 
Several buildings over 20 stories high 
are under construction. 

Sincerely, 
Larry Stuart 
Lawrence B. Stuart, Ltd. 
1216 Kapiolani Blvd. 
Honolulu 4, Hawaii 


Manufacturer Listened to 
Dealers 
Dear Sir: 

Your editorial in the February 
issue of HARDWARE WORLD was 
certainly an eye-opener, and 
created considerable comment. 

As you may, or may not know, 
merchandising through the use of 
standard store fixtures (such as we in- 
corporated in our display at the Los 


has 


Angeles show) was the direct result 
of suggestions received from several 
dealers. 

I agree that we, as manufacturers, 
can utilize many of the suggestions 
the dealers promote, but, by the same 
token, we feel the dealers also should 
“Lend an ear” to the manufacturers 
who are really trying to help them. 
As a case in point, we contact many 
dealers who hang their garden tools 
on pegs or wall racks—or, likewise, 
put their galvanized ware clear in the 
back of their stores—they have been 
heard to remark that the new, modern 
fixtures are “too fancy.” 

Sincerely yours, 

W. O. Viery, Mgr. Commercial Sls. 
United States Steel Products Div. 
United States Steel Corporation 
5100 Santa Fe Avenue 

Los Angeles 58, California 


Liked Hawaiian Issue 
Dear Sir: 
It (Aloha Hawaii Issue) was a very 
good issue. I enjoyed it. 
Sincerely, 
Jack Stein 
The Akron 
11119 National Blvd. 
Los Angeles, Calif. 





BRAND NEW 


“Want Book 


PROFIT 
MAKERS 


Check your stock and re-order 
today. Bare spots lose 

sales! Ask your jobber for 
other famous Fuller 
self-service money-makers 


}| FULLER| TOOL CO., INC. 


3522 Webster Avenue, New York 67 


Q fast-selling | 
packaged | 
tools! | 


No. P-69 Merchandiser 


8 different individually packaged tools and tool sets. 


All $1.00 values; retail, 69¢. Utility knives, saws, 


hex key sets, screwdrivers, files, mallets—4 of each 


- - . 32 pieces attractively boxed in a profit-making 
self-service display carton. Keep it filled and near 
your register—then just watch them sell. 


ORDER or REORDER TODAY! 


World’s Largest 
Producer of Unbreakable 
Amber Handle Tools 


Fuller products are made in U.S.A., England and other countries, of the highest quality materials, by skilled 


craftsmen . . . designed for service . 


. . and rigidly inspected to preserve Fuller Quality and Reliability. 





For Details Circle 6 on INQUIRY CARD 








Hawaiian Dealer Says 
Hardware Men are Fine 


Dear Sir: 

Thanks for the tear sheets and I 
certainly could use one-half dozen 
more. Want to send some to former 
(now retired) friends. Such as Rodge 
Bracken of Millers Falls Co. now in 
Florida and L. S. Starrets, Crescent 
Tool Co. and others. All above and 
others that have been doing biz— 
since 1904 and still keep in touch. 

I have heard from several hard- 
ware dealers on West Coast. I have 
had 24-trips to States—and all over 
it—so have met many. They are a 
fine bunch of guys as all hardware 
men are. 

So again thanks and Aloha. 

Pete C. Beamer 
Beamer’s Sporting Goods Shop 
Hilo, Hawaii 


Montana Retailer Would Like 
New Products Mats 


Gentlemen: 

We wish it were possible to get 
mats of this new merchandise (in the 
New Products section) the same as 
you use in your magazine. We could 
use this in advertising in our local 
newspaper. 

Very truly yours, 

P. W. Barthel 
Barthel Hardware Inc. 
Missoula, Montana 


Word from Australia 


Dear Sir: 

Very interested 
Gift Issue) and 
Cars advertisement. 

Sincerely, 

Malcolm Dickason 

Export Division 

Turner Manufacturing Co. 
Pty. Ltd. 

400 Whitehorse Road 

Nunawading, Victoria, 
Australia 


(October 
Sports 


indeed 
miniature 


Some More "Listening" Needed 


Dear Mr. Albin: 

Received my HARDWARE WORLD 
(February) today and was pleased 
with your editorial. We have had the 
same trouble with others as you ex- 
press. 

For instance, one large glass goods 
manufacturer’s shipping and packing 
department has a habit of using too 
much glue on their cartons and not 
enough in other instances, sometimes 
the “gluer”’ slops it to where the 
goods are stuck to the carton. We 
called their attention to this and got 
nowhere by so doing. They even felt 
reluctant to having this matter called 
to their attention. 

Their reps at conventions and 
shows, dinners and other doings are 
despicable, to say the least, when you 


(Continued on Page 26) 
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here are the 

profit leaders in 

True Tempers 
BASIC Five 
ar-Vanlaalsi@miials 

that reduce inventory 
and investment. 
speed turnover. 


rN HAMMERS Thewe ae 


two hammers that changed the mar- 
ket almost overnight. Imitated but never equaled, they 
have True Temper’s patented construction, special 


the pacemakers 


steels, superb workmanship. They outlast any other, 
and none matches their lively power and balance. 
RockKEtT is the leader in top-grade hammer sales, has 
de luxe, full-polished octagon head—the carpenter’s 
favorite. JET Rocket has popular bell-face design, 


MAKE SURE ALL YOUR STRIKING TOOLS 


HATCHETS 
Nail hammers { Complete 
Ball peins | 
Brick hammers b hatchets, all 


line of 


Prospecting picks types and 


Mechanics’ hammers f patterns 


one source...one order.. 


BEAR THE FAST-SELL 


T ! \, 
HAMMERS 7 


*Suggested retail 


offers Rocket features at an appealing lower price. 

And here’s a big plus: these two Rocket hammers, 
and True Temper’s three popular wood-handle models 
in the lower price ranges, give you the famous Basic 5 
hammers—all you need to sell every customer. 

Just imagine how this streamlined selection can re- 
duce your inventory, simplify selling, increase turn- 
over. Your True Temper wholesaler has the details. 
True Temper, 1623 Euclid Avenue, Cleveland 15, Ohio 


ING TRUE TEMPER NAME 


4 


AXES 


Men's axes 


HEAVY GOODS 


Sledges 
single- and Engineers’ hammers 
double-bit, Hand drilling hammers 
Picks 

Mattocks 


Wrecking bars 


all weights 
and patterns) 
Light axes 
Belt axes 


neue ee 22 





.call your IRUE TEMPER who/esa/er 


RUE / EM! E. » your basic line... your money /ine 
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FOR OPEN WALL SHELVES No. 80 Standard (18” to 144” lengths 
1” Adjustment. No. 180 Brackets (4” to 20” lengths) 


Yb alam lalelelalaelasl- Mm ol ¢-b-t-mel a ebony black finish 





K-V Shelf 
Hardware 





FOR BUILT-IN SHELVES No. 255 Standard (24” to easily installed, 


144” lengths) ’%” Adjustment. No. 256 Support (%” 
long, %«” wide.) Nickel, zinc or bronze finish. 


easily adjusted! 


For low cost, decorative effects or storage facilities wherever 
they’re needed. Easily installed, easily adjusted. Lasts. the life- 
time of the home. Always keeps shelves straight, strong and sag- 
free. Ask for complete catalog. 


KNAPE & VOGT 
MANUFACTURING CO. 
Grand Rapids, Michigan 


Manufacturers of drawer slides, sliding and folding door hardware, closet and kitchen fixtures and Handy Hooks for perforated board 
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General Office: 
P. O. Box 1308 
MONTCLAIR, CALIFORNIA 
8955 CENTRAL AVE. 


Phone: YUkon 6-5824 
NAtional 6-4855 


General Office: 
P. O. Box 1308 
MONTCLAIR, CALIFORNIA 
8955 CENTRAL AVE. 


Phone: YUkon 6-5824 
NAtional 6-4855 





GRILLES WINDOW SCREENS 


EXTRUDED ALUMINUM SCREEN DOORS LOUVRE DOORS DAIRY DOORS 


FREIGHT PREPAID QUALITY EXTRUDED DOORS 
AND COMPETITIVE ROLLED FORM DOORS 


ON 6 OR MORE DOORS ALL FROM ONE SOURCE 
ROLLED FORM 


ALUMINUM SCREEN DOORS 
$995 ae, i 





COMPLETE 
WITH DOOR CLOSER 


SINGLE DOORS INDIVIDUALLY PACKAGED $1.50 Extra 





STANDARD SIZES 


Opening Width 





Opening 





Min | Max. | 
3068 | 35%" | 36/2" | 80" 
2868 | 3134" | 32%" | 80" 


2668 29%" | 3072" Other Sizes up to 42" Wide by 84" High— $2.50 Net Extra 


Above 42" to 48" — $4.00 Net Extra 
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T ake a good look at these 
sure-to-sell TOOLTIME specials 


rder plenty and order now for real 
business . . . big business 


ffers are good on all shipments 
from April 1 thru June 30 


ook for scores of hard-hitting, large-space 
ads in national magazines 


T ie in with your own “‘come-to-my-store”’ 
co-op ads in newspapers 


Increase impulse sales with 
eye-catching MF display material 


ultiply your volume by in-store 
tool demonstrations 


Earn profits ... profits . . . profits 
. profits! 


$1 SAVING! Fine bench 
plane with fast depth and 
side adjustments. Cutter is 
solid tool steel 2” wide. 


59¢ OFF! Good quality 
block plane. Sides are 
highly polished. Lever cam 
lock. Cutter depth screw ad- 
justed. (No. 75) 


Reg. 
TOOLTIME 





HAMMER KNOCKED DOWN 80¢ 


Tubular steel shaft and 
cushioned handle absorb 


shock. Perfect balance. R 
Should last a lifetime. (No. eg. Ses 
692C) | TOOLTIME 


sais 


) COMBINATION SQUARE DEAL 


Popular, accurate square. Deeply etched 
— 8ths and 1éths one side, 16ths and 32nds 
on other. Cat’s-eye level. (No. 1200) 


Reg. Ppas- 


1 tooirme $789 


HACKSAW FRAME PRICE CUT 


Comfortable pistol grip. Back of frame is reinforced. Nickel 
finish. Blade is easily adjusted to face in 4 directions. (No. 
1237) 


Reg. 4 


TOOLTIME 


$919 


Se OOLEMEE POI oo 














POWER BIT SET SLASHED $1.31 


ad MILLERS FALLS Set aap High speed steel blades pack- 
aged in handsome plastic carry- 


: ing roll. Sizes %”, 2", %”, 
yf %"" oo : 
ff the iy a", Ta’, 1”. (No. 8006) 


ge “se in en Hi omnis 
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TOOLTIME 
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TOOLTIME Promotion 
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FREE CARRYING CASE AND 
RIP GUIDE WORTH $15 


Applies to any of these three Heavy Duty saws. They’re 
professional performers. Loaded with power. ‘Deep- 
cut’ design. Big capacity. Patented Micro-Guide.® 





Order Capacity 
90° 


Number Sow Power Price 





$$6460 | No. 646-6'/2” 3 Wh" 1.5 HP | $74.95 





$$7470 | No. 747-7'/,” 2%” > a 2.0 HP | $84.50 





$$8800 | No. 800-8'/,” 27/_” 2%,” 2.0 HP | $95.00 


























Price of saw includes FREE case and rip guide Saw and rip 
guide in case — all packed in one box 


PRICE CUT $5 ON POWER SAW 


A husky, all-purpose 62’ model. Handles any job. 1.0 
HP cuts 2%,” at 90°, 134” at 45°. (No. 626) 


Bat TOOLTIME ‘4922 
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$5.95 BONUS JIG SAW OFFER | NEW NEW NEW NEW 
HEAVY DUTY BELT SANDERS 


Free bench stand and 
po gare en ‘ : Two new additions to 
_ oe x oO. : the MF line. 16 special 
ig wd oll cuts features. Professional 
n e in i i 
wok tele es | ot eae 


- i, lower than any com- 
class. Order by No. q > - parable models ‘nated 
3660. | ; 


: ] ’ ful MF motors. Ball and 
os te No. 830 3” belt % HP needle bearings. Slip- 
Reg. oer, a | ~ wa proof timing belt drive. 


| Contour handles and 
TOOLTIME beeen eee anti-gouge back rest. 
‘29> 
omer 
MILLERS FALLS COMPANY 


Dept. HW-27, GREENFIELD, MASSACHUSETTS 


MILLERS FALLS 
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HANDYMAN’S SLIDING DOOR 
TRACK is extruded aluminum. 
Chromedge track is easily installed in 
cabinets, cupboards or closets. Track 
is natural or satin anodized finish. 
Sizes available for 4%, % and % inch 
doors. Standard four and six foot 
sections.—The B & T Metals Co. 
For Details Circle 100 on INQUIRY CARD 


HARD WORKING, LOW PRICE is 
this utility floor covering for indus- 
trial and commercial buildings. Pabco 
Deco Tread Mastipave with vinyl 
chips as decoration is available in 
rolls or nine by nine inch blocks. Use 
where attractiveness is an asset. 
Fibreboard Paper Products Corp. 
For Details Circle 121 on INQUIRY CARD 
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RICH BEAUTY for drab windows 
with plastic shade pulls. Pulls are 
plated in lustrous brass or silver. 
Called “Jeri shade pulls,” they are 
easily slipped onto any window shade. 
Protects shades from finger marks, 
ripping and tearing.— Shade Pulls, 
Inc. 
For Details Circle 106 on INQUIRY CARD 
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DIVIDE AND CONQUER space and 
storage problems for customers with 
Modu-Flex metal room dividers. Tem- 
pered Masonite panels and sliding 
doors come in four colors. Adaptable 
to kitchen, den, bedroom, living room 
or hi-fi room. Easily assembled.— 
Flexsteel Industries, Inc. 
For Details Circle 122 on INQUIRY CARD 
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ESSENTIAL ELEMENTS for plant 
growth are in bat guano. Vita-guano 
is said to have no odor and will not 
burn plants. Contains nitrogen, phos- 
phate, potash and other important 
minerals. Does not affect acidity of 
soil. Packed in one pound boxes. — 
Shirley Corporation 
For Details Circle 104 on INQUIRY CARD 


MORE FUN AT FEEDING TIME 
with automatic baby food warmer. 
Mother’s will appreciate having baby’s 
food warmed and kept warm. Plastic 
dish does not get hot on outside. Dish 
may be immersed for washing. Light 
on cord tells when food is warm. — 
General Electric Co. 
For Details Circle 101 on INQUIRY CARD 
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For additional information 





on any item shown on these 





pages, please circle number 
on the Reader Service Card, 
facing Page 50 in this issue 


CARPET PROTECTION with one- 
piece caster cups. Styrene “Carpet 
Guards” have teeth that extend 
through nap of carpet. Furniture 
rests on base of rug rather than nap. 
Cups resist detergents used in rug 
cleaning. Available round or square. 
—United States Caster Cup Corp. 
For Details Circle 108 on INQUIRY CARD 


RARE OR WELL-DONE is no prob- 
lem for the steak chef with precision 
grid on Hi-Lo Chow-Wagon. Spot con- 
trol for cooking meat to various de- 
grees simultaneously. Features include 
hood with temperature gauge and 
electric rotisserie —Union Steel Prod- 
ucts Company 
For Details Circle 107 on INQUIRY CARD 
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REAL STEEL in paste form. Cus- 
tomers get quick permanent repairs 
to metals, wood, plastic, concrete and 
other materials. No hardener needed. 
Sets in two hours. Can be drilled, 
threaded, sanded and painted. Will not 
rust and resists most chemicals. — 
Devcon Corporation 
For Details Circle 109 on INQUIRY CARD 


ELECTRIC HAND SAW is said to 
have accuracy of hand saw and speed 
of power tool. Blade moves 8000- 
strokes per minute. No kick or pull. 
Blade cuts on forward and return 
strokes. Weighs eight pounds. Can be 
used with one hand.—Wells Manufac- 
turing Corp. 
For Details Circle 111 on INQUIRY CARD 


NO PINCHED FINGERS with light 
weight can cutter. Two removable 
blades. Cutter is adaptable to any 
gauge can. Blades have cutting notch 
for wide lip cans.—Merritt Engineer- 
ing Co. 

For Details Circle 112 on INQUIRY CARD 


ANYTHING THAT CAN BE SPRAY- 
ED can be sprayed with Pee-Wee 
sprayer. Propellent has attaching 
head and jar and base plate. Jar 
holds any paint or other liquid that 
is sprayable. Economical to change 
colors or liquids using same pressure 
can.—Thome-Mossman Company 
For Details Circle 102 on INQUIRY CARD 


WATER BUBBLER attaches to out- 
side faucet. Thirsty water bubbler al- 
lows garden hose use with faucet. 
Flexible plastic drinking cup and 
mouth guard. Tenite squeeze bar that 
children can use. Adjustable water 
valve. Drain hose included—Northern 
Industries, Inc. 
For Details Circle 103 on INQUIRY CARD 
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PETERS 


means 


to your customers! 


“ ee » 
a 


That's why it pays to 
stock, display and push the 
entire power-packed line of 


PETERS “High Velocity” 


sporting ammunition. 


PACKS THE\ POWER 
PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. GU POND 


“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, tne. —_—— 
For Details Circle 11 on INQUIRY CARD 
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Camden, 116 Sie ‘es 3.90 


Here’s a Parlay that pays off 
in plentiful profits... 


‘ti i 


Dublin Knight, Flamealine, Time—1: ~ 


7p bauble (numbers 5 and il) paid ( ) ; 

500, mdn, 3¥O, 6f. ‘phos } 

Little Jupon, 117. (Brooks) 32.40 13.96 eee oe FIBERGLAS ; 

Waite Peak, at sg Bia -— ' AIR-LI I E 
Isiand Pet. Timectis - | eS 

POURTH—$3,500, mdn. 4YO, 

Alsvider, 120 ..(Hartack) 
Lt. Blay Sellers) 


“ST got it ‘st oe CEs FIBERGLAS 


zu straight from 


tenons tice SCREENING 


AIR-LITE Deal #6 


OWENS-CORNIN(E 


With your 6 roll order, you get: 


1) This sale-clinching Display Rack for only $11.95 
—a $25 value! We prepay shipment. 50” high, 43” 
wide, 17” deep, the NRHA-Approved Rack gives you 
a complete Screening Department. 

2) Free Bonus Roll! At no cost whatever, we'll 
present you with a 50 ft. roll of 26” Air-Lite Fiberglas 
Screening. Worth $15.19 when you sell it. 


4 : 
#e ass? 


Your first sellout on this nationally advertised 
NRHA ‘no stretch-no shrink”’ Screening nets you a profit of 
APPROVED about $61. Each reorder brings you about $73 
eres because you’ve already absorbed the cost of the rack. 


Are you carrying these BUSINESS BOOSTERS? 


Deal +30 
Deal +4 


Arr-LITE Saran Chair Webbing woven of Firestone 
Velon® comes in Rolls or complete Kits. Display 
Rack Free with 4 Roll order. (Arr-Lire Deal #4). 


Arr-LITE Saran Outdoor Furniture Cloth woven of 
Velon comes in Rolls or Kits. Display Rack Free 
with 3 Roll order. (Arr-LITE Deal #3). 


Kits come in self-display carton. 2%” wide herring- Free Display Stand for Kits with 2 doz. order. 
bone weave in vivid assortment of colors. (AIR- (Arr-LITE Deal #24). 
LirE Deal #30). 


Pt.m. Firestone Plastics Co. 








: eee F 
Tidivate - 118 | Oa. Sis a..°1035 ‘3 Plastic Woven Products, Inc. 51 Camden St., Paterson 17, N. J. 
Rem'ber History.*101 2 


darits ; : . w4 
Some Bird . Send me full information on: 


| Deal +6[] Deal +4 [|] Deal +30 [| Deal +3 [] Deal +24 


Name 
Store 


Tusiz Start cashing in on these 
winning tickets now. z _— 

See your wholesaler or - , a 

mail the coupon. 


__Ione_____ State 


Wholesaler’s nome__ 
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THEY’RE PRE-SOLD ON SWAN... 


and so are thirty-nine million, nine- 
hundred and ninety-nine thousand, 
nine-hundred and ninety-seven others! 


It’s a fact. 40,000,000 customers (thousands of ’em right in your own com- 
munity) are reading about Swan Garden Hose and Grass Stop in the leading 
consumer national magazines including The Saturday Evening Post, Better Homes 
and Gardens, Sunset. Full-page ads in full color plus a special tie-in ad with 
Hardware Week are pre-selling prospects this very minute. Don’t get caught 
short — be sure you have an ample supply of profitable Swan products. You can 
trust the products . .. made by Swan. Swan Rubber Company, Bucyrus, Ohio. 
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gathers in your 
pocket when you have | 
S-K/LECTROLITE sales-proven 
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it Tae Dust lircil 


with S-K/LECTROLITE 


You’ve struck a “rich vein’’ when you sell 
S-K /Lectrolite. Users know they can count on 
the quality of these fine wrenches . . . they 
like the highly polished finishes. And there’s real 
pride in owning professional quality tools, each 
machined to precise tolerances by dedicated 
craftsmen. These are only a few of the reasons 
S-K /Lectrolite tools are consistently bought and 
used by men who make their living with tools. Isn’t it time 
you started selling the tool line your customers prefer ? 


A complete socket set with an all-purpose selec- 


MASTER COMBINATION SET—No. 4189 
tion of wrenches. 





Lectrolite sets give you twice the volume of 
individual wrenches. 


CHICAGO 32, ILLINOIS / DEFIANCE, OHIO 
Designers and Manufacturers of Quality Wrenches Since 1923 


4to6 TIME TURNOVER 


Here's a sales record unmatched in the wrench industry. 
Actual sales records in all types of outlets prove that 
S-K/Lectrolite tools MOVE! 


ESTABLISHED ACCEPTANCE 


Men who make their living with tools have made S-K/Lectro- 
lite their favorite. Handymen are consistent users, too! Line 
satisfies over 90% of the demand. 


PROTECTED PROFIT 


S-K/Lectrolite tools are available only through established, 
reputable outlets—protecting you from “cut throat” 
competition. 


FULLY GUARANTEED 


Every S-K/Lectrolite tool is guaranteed against defects in 
material or workmanship. Lasting satisfaction is assured. 


Lectrolite wrench sets are easily displayed in attractive 
vinyl and plastic rolls or bags, each with grommets for 
hanging. 





EASY SET UP...FASTER 
SALES...NICHOLSON OR 
BLACK DIAMOND ROTARY 
MOWER FILE DISPLAY 


Mou Your Lawn 


WITH A 


SHARPER BLADE / 


01 
Se 


ROTARY M 
USA OWER FILE 


| 
iii 
ROTARY MOWER | ie 


Twelve Rotary Mower files come in this bright green and yellow 
display for counter or pegboard use. Each file has a sturdy 
alan -~ | Fs hang-up hole 
Twelve 
profit 
Rot les go fas 
I For you in good locati 
counter... put another one in | 
another near rotary mowers 
owner a file prospect 
Get ready for lawn care season now 
your regular Nicholson « 


soit, NICHOLSON <= NICHOLSON FILE 


COMPANY, PROVIDENCE 1, RHODE ISLAND = FILES 
ROTARY BURS = HACKSAW AND BAND SAW BLADES 
GROUND FLAT STOCK = INDUSTRIAL HAMMERS 


For Details Circle 15 on INQUIRY CARD 
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STEEL oJ 
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MACHINE SCREWS 
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“NAT” STANDS OUT 


with dress-parade packaging 


Brighten up your fastener shelves and speed up off-the-shelf selection with 

the snap and color of National’s high-visibility labeling and uniform packaging. 

These smart, trim boxes stand out, boldly identifying National quality by their 
glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 
quickly identify fastener types. And sizes are printed large enough to see, even on 
higher shelves. 

Standardize on National’s most complete, accepted 
quality line . . . packaged to stand out boldly for greatest 


sales appeal. Wy ; 
yf 
3 


Ask Your Distributor... He Knows rd 


THE NATIONAL SCREW & MFG. COMPANY<y 
Cleveland 4,Ohio * Los Angeles 22, California ag cuesven 


HOISTS ry 
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IKE presents a complete line of SISALS 


packaged for convenient selling 


ROPE unoiled 


All sizes 1/4’’ diameter to 1’’ diameter 
420 Ib. test— 6300 Ib. test. 
7 i Put up in 100 ft. coils —banded. 
= hme omens is Put up in 52 Ib. cartons—center pull 
2 dispensing type. 


TYING TWINE 


1 ply —160 Ib. test —22 Ib. and 52 lb. cartons. 
2 ply —320 Ib. test—22 Ib. cartons. 

Put up on coreless tubes in individual 
self-dispensing center pull cartons. 


|---| WRAPPING TWINE 
Be 55 lb. test. Put up on 1/2 Ib. and 1 lb. coreless tube. 
Each tube labeled and wrapped in cellophane. 


Put your confidence in 
the QUALITY LINE... 


Viny! Weather Stripping Mop Heads 

Wood Glue Wrapping Twines 

Braided Nylon Line Kitchen Lines 

Seine Twines Express Twines 

Seine Cords Chalk Lines 

Trot Lines Parcel Post Twines 

Staging Polished India Twines Orders of $75.00 or more, freight 
Venetian Blind Cord Plastic Clothes Lines prepaid. Orders of less than $30.00 


Sash Cords Jute Twine f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Clothes Lines Nylon Casting Lines 


Maeen Lines Manila Ropes Calif., Marietta, Minnesota, Dallas, Texas, 

Fishing Lines Masking Tape or Waynetown, Ind. Orders of $30.00 to 

Starter Rope Freezer Tape $50.00, freight allowed to $1.00 per cwt, 

Jump Rope Polyethylene Ropes Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


* 
csrasusneo ios GleVeland Mills Company LAWNDALE, N. €. 


14346 Bessemer St., Van Nuys, Cal.@ Marietta, Minn.e 3104 Gaston Ave., Dallas 26, Texase Waynetown, Ind. 
For Details Circle 17 on INQUIRY CARD 
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SPEED TOOL TURNOVER WITH 


CRESCENT PEGBOARD pisptays 


Patented Double Prong Fasteners support heavy 

Designed for any standard Pegboard* panel having Re ee 
quarter-inch holes, these colorful, eye-catching displays tia tas 
are so compact as to make possible a complete Crescent Prana ar Trade Mark 
Tool department in a 25 square foot area. Rigid con- 
struction with long tool hooks provides generous stock 
capacity in small space. 

Each of the 18 units illustrated above comes in its 
own individual carton; fixture and tools complete. Each 
unit is priced at the cost of tools alone...no charge 
whatsoever for the mounting fixture. Only fast turnover 
tools are included, conforming closely to NRHA in- Retail prices printed on strips. We 
ventory recommendations. Your jobber can give you eee nee eee ee ee 
complete information. See him soon. 


*Pegboord is a registered trademark of the Masonite Corp. 


a ori Sign of the Vb rYisan 
APPROVED => ~ Symbol of, Ercllence 
a " ie. 


DISPLAY 


Crescent is our trade-mark, registered in the United Stotes ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
For Details Circle 18 on INQUIRY CARD 
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REMINGTON ANNOUNCES TWO 
NEW BIG GAME RIFLES 10 


SKYROCKET YOUR SALES IN ‘60 


fe 
New Model 742 Woodemaster” 


the world's most perfectly 
engineered autoloader 


The precision-shooting Remington Model 742 big-game rifle is 
designed to sell as fast as it shoots... and that’s plenty fast. 
The new “Woodsmaster” features the smoothest, most 
dependable performance ever engineered into a light- 

weight autoloader. Its exclusive * Power-Matic” action 

cuts recoil well below that of firearms weighing much , 
more, makes it a pleasure to shoot, and bull’s-eye- : 
accurate. Available in A, ADL (shown), D and > 
F grades. ADL has checkering, sling SS 

swivels and receiver inscribed with game SS RETAIL PRICE 
scenes. Rugged Model 742 is built to SS $44 85* 
stand up to a lifetime of hunting 11 5s 
seasons ... built to keep your 
cash register jingling, too! 


SS 
SS 
Si 
SS 
* 


®@ In favorite big game calibers-—280 hi, ? Yd 
Remington, 30-06, 308 Win. © 5 Z ‘ 

shots, box magazine. Extra strong. RSS New Model 760C 
Extra safe. @ Fires 5 aimed shots yy 


in 5 seconds. @ Drilled and tapped 
for ‘scope mounts. 


the world's fastest 
RETAIL PRICE handling carbine 
FROM 


$4 385° f Here’s the all-new slide-action Remington 
ah , carbine that will become an all-time big-game 

favorite . .. and bring you a carload of new sales. 

Running mate of the standard Model 760 *“Game- 

master’, the Model 760C Carbine features an 1814’’ 

barrel and newly designed fore-end to make it the ideal 

saddle and brush gun. Besides speed of handling, the 

superbly accurate Model 760C features the shooting speed 

of slide action—the fastest manually operated action known, 


@ In powerful big game calibers ©¢ Light, rugged and accurate, 
—280 Remington, 30-06, Weighs just 6'4 Ibs. 
and 270 Win. ® All-purpose stock. 
@ 5 shots, box magazine, ® Drilled and tapped for 
‘scope mounts. 


*Prices subject to change without notice, 
** Wood "G t 


= er,”’ **Power- e 
Matic’’ are Rex. U.S. Pat. Off. by Remington 
Arms Company, Inc., Bridgeport 2, Conn. In 
Canada: Remington Arms of Canada Limited, 
36 Queen Elizabeth Bivd., Toronto 36, Ont Sala 
Mees et OF 
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FOR PROFIT STANDARDIZE 


it's a safe bet this man is enjoying a profitable operation because he stocks Southern 100% 

Screws. Southern fasteners are profit-partners in stores everywhere because they are 

pre-sold to your customers in national craftsmens’ magazines, and because once your ON SOUTHERN 

customers use quality fasteners by Southern, they remain Southern customers. FASTENERS 
Standardize on Southern Screws for profit. Stock ‘em in the handsome new Sou- 

thern package with the EZ to CO label — the package with the NRHA approval — or buy 


‘em for bulk customers in Southern’s new 275# test carton. Put Southern Screws in 
your want book today. 


Sold Through Leading Wholesale Distributors ScREw COMPANY 


STATESYNAC + MORTH CamoLINA 


Warehouses: New York * Chicago * Dallas * Los Angeles 


Wood Screws « Stove Bolts « Machine Screws & Nuts ¢ Sheet Metal Screws ¢ Carriage Bolts Wood Drive Screws « Dowel Screws 


ig 
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By RALPH W. CROSBY 


Chilton News Bureau, Washington, D. C. 




















Government Tax Crackdown 


Seeks Billions of Dollars 


Westerners should keep an eye on the federal government’s tax 
crackdown. All three branches of the government, executive, legis- 
lative and judicial, are gunning for tax evaders. 


What’s at stake? Billions of 
dollars in lost revenues! 

The tax-writing House Ways 
and Means Committee was 
primed for a crackdown when 
told the government is losing 
$10 billion a year in taxes from 
one source alone—the unreport- 
ed income of independent busi- 
nessmen. A Rutgers University 
expert told committeemen that 
the self-employed report only 75 
cents out of each dollar earned. 

An Internal Revenue Service 
drive is underway against tax- 
payers who deliberately skip in- 
terest and dividend payments in 
filing their income tax returns. 
IRS says up to a billion dollars 
a year in tax revenues lost this 
way. Agents have already 
turned up 200 cases of this type 
of evasion. 

Congress is studying legisla- 
tion to require the withholding 
of income taxes at the source on 
dividend and interest payments. 

U. S. Tax Court gave a shot 
in the arm to another IRS drive. 
This one to cut down corpora- 
tion deductions for yachts, hunt- 
ing lodges and clubs. 

Congress also studies a bill to 
disallow deductions on yachts; 
vacation houses; night club, 
theater and sporting event en- 
tertainment; dues or initiation 
fees in social organizations; and 
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traveling expenses to conven- 
tions outside of the U. S. 

More to the point on the tax 
crackdown: 

* Tentative approval has been 
given for funds to hire 900 new 
federal tax agents. 

* President Eisenhower has 
asked Congress to approve mon- 
ey for an electronic computing 
system to keep its mechanical 
eye on taxpayers’ accounts. 

* x * 

BUILDING MATERIALS 
will join autos, steel and drugs 
as subject of the Senate investi- 
gating eye. ... Senate Antitrust 
and Monopoly Subcommittee, 
headed by Sen. Estes Kefauver, 
D., Tenn., plans to launch an 
inquiry into the “high prices” 
of building materials. . . . Probe 
will center on the pricing of 
such products as glass, plumb- 
ing fixtures, asbestos and gyp- 
sum. ... Kefauver is blaming 
the predicted decline in new 
housing starts on high prices of 
building materials. . . . Though 
chances are no legislation will 
stem from the inquiry, the in- 
dustry is bound to suffer from 
bad publicity. 

* ok * 

MAIL ORDER business in 
lethal weapons is coming under 
congressional scrutiny, also. 
Rep. William S. Moorhead, D., 


for Ww ESTE RNERS 


Pa., has introduced legislation 
intended to make it more dif- 
ficult for criminals to obtain 
firearms. . . . Moorhead said the 
legislative package provides for: 
checking the flow of mail order 
revolvers, more comprehensive 
registration, and more informa- 
tion for police on shipments to 
their communities. . Moor- 
head wants firearms sold in 
hardware stores where police 
can check records. 
* * x 

WESTERN BUSINESSMEN 
are opposing a national finance 
charge disclosure bill sponsored 
by Sen. Douglas, D., Ill... 
It would require all credit 
charges, interest, service -fees 
to be explained to a purchaser 
in writing. Douglas _bifl 
would require statement of to- 
tal finance charge and percent- 
age it bears to unpaid balance in 
terms of simple annual interest. 

. Opponents argue finance and 
installment control is a state 


function. 
* ot * 


WESTERN DEVELOPMENT 
substantially contributed to by 
the Bureau of Reclamation in 
fiscal 1959, Secretary of the In- 
terior Fred A. Seaton reports. 

. Annual report shows con- 
struction was completed on 
three water storage dams, three 
diversion dams, 410 miles of 
canals, pipelines, laterals, and 
drains. . . . Irrigation facilities 
were completed to serve 199,471 
acres of land, and 45,450 kilo- 
watts of installed hydroelectric 
generating capacity were added 
in the West... . Seaton says 465 
separate construction, material, 
equipment and supply contracts 
were awarded. 

(Continued on Page 26) 
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owns 48.1 per cent of the land 
CAMPBELL CHAIN in the 11 Western states... . 
Percentage of land federally 
owned in each state follows: Ne- 
vada, 86.4; Utah, 69.1; Idaho, 
64.2; Oregon, 51.2; Wyoming, 
48.4; California, 44.9; Arizona, 
44.6; Colorado, 36.3; New Mexi- 
co, 35.1; Montana, 29.7; and 
Washington, 29.6. U. S. owns 
99.1 per cent of Alaskan acre- 
age. 


WESTERNERS in the news 
... Tracy E. Strevey, of Los 
Angeles, reappointed to the Na- 
tional Historical Publications 
Commission by President Eisen- 
hower. Strevey is U.C.L.A. 
Dean of the College of Letters, 
Arts, and Sciences. . . . Samuel 
A. King, assistant superinten- 
dent of Mount McKinley Na- 
tional Park, Alaska, named 
superintendent of that park. 


Letters to Editor 
(Continued from Page 26) 


call their attention to “small mat- 
ters.” Their interest in many cases 
are to have a “hot story,” drinks and 
very little time concerning business, 
except to write up a big order as 
easy as possible. These are experi- 
ences I have had at two dealer meet- 
ings in the last year. 

These and many other “fond memo- 
ries” I can recall. 

Hope you get results, keep up the 
good work. 























PROOF COIL, BBB COIL, HIGH 
TEST STEEL AND CAM-ALLOY CHAIN 








P. Cavanaugh 
South Side Hardware 
Butte, Montana 




















MACHINE CHAIN—TWIST AND STRAIGHT LINK 
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COIL CHAIN—TWIST AND STRAIGHT LINK 
































PASSING LINK CHAIN 























SASH CHAIN 
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SAFETY PLUMBERS CHAIN WELDED CHAIN ASSEMBLIES 

















It says right here, Smith, open other 
end 





> CAMPBELL 
CHAIN 
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They sell well everywhere ! 
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AMAZING LOK-tite corNERS 
PREVENT RACKING 


Amazing new LOK-tite process makes 
the corners of these Rudiger-Lang screen 
doors as rigid as if they had been welded. 
There is absolutely no give at all from 
twisting or uneven strain! 





Write or call nearest 
sales office today 
for complete information 


LS IDITG 1 SiR= | 
2701 Eighth Street 7831 Haskell Ave. International Trade Mart 
Va Iss} Ge CEaQDo Berkeley 10, Calif. | VanNuys,Calif. | New Orleans 12, La. 
THornwall 3-0340 TRiangle 3-3937 TUlane 7186 
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NOW AVAILABLE... 
MARKETING ASSISTANCE PROGRAM 


Offering manufacturers counsel in marketing 
has long been a Chilton practice. But count on 
Chilton to move ahead with the times. Today 
Chilton’s intensified activity in market research 
is a development that can help you get more 
out of your sales and advertising dollars. The 
stepped-up facilities—organized in depth and 
breadth—are identified as M-A-P, an efficient, 
penetrating Marketing Assistance Program. 


lf you are a manufacturer searching for new 
talents and tools in your marketing operations, 
Chilton can put a wealth of manpower and a 
multiplicity of facilities to work for you. All 
Chilton publications have marketing data repre- 
senting years of selling experience and research 


in their respective fields. And Chilton’s fully 
staffed Research Department is equipped to 
help you develop additional data to give even 
better direction to your marketing plans. 


Chilton’s standards of editorial excellence and 
quality-controlled circulation in 17 business 
publications are now linked with stronger and 
more complete marketing information for ad- 
vertisers. Chilton representatives will be glad 
to give you more details. 
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CUSTOMERS SEE interior of store from street. Window 


WALL SHELVING was installed for hand tools to permit 
displays invite prospects to enter. 


self-service by customers. 


Full Hardware Line Means Repeat Sales 


Crow Hardware 
Edmunds, Wash. 


4é9HE way to sell more hardware is to stay in 
the hardware business.” 

So believe Bill Crow, father, and Dave Crow, 
son, operators of Crow Hardware in the small 
town of Edmonds, Wash. Because they have 
stayed with their established hardware lines 
which they have carried in as full a variety as 
possible, they have built up a following of steady 
customers not just in Edmonds alone, but in other 
surrounding communities as well. Today, they 
have a sales volume requiring the services of five 
employees including the owners. Population of 
Edmonds is 6000 with a trading area population 
estimated at 12,000. 

“THE HARDWARE DEALER owes it to his 
customers to carry a full line of regular hardware 
items without requiring a specific number of turns 
on each item in stock,” Bill Crow says. “For in- 
stance, we carry some 50 varieties of nails. Not 
all of those move rapidly and some of them might 
not be considered worth handling by some dealers. 
However, we carry our faster moving nails right 
out on the sales floor, the rest in the back room 
where floor space is not so valuable. 

“Again, we carry a good assortment of steel 
chain with accessories to go with it. We also 
handle brass fittings for copper tubing, and cut- 


30 


Self-Service and Service Keeps Custom- 
ers Happy . . . Rear Store Stockroom is 
Second Sales Area... Owners Sell Sport- 
ing Goods with Personal Knowledge 


ting and seating tools. 

“None of these, nor of some other items we 
carry, is what you would call a fast-moving item, 
yet they are very much worth our time to handle. 
Because people know that we carry these and 
many other items of similar nature, we draw cus- 
tomers from a much wider area than Edmonds. 
And even though merchandise such as this does 
not move fast, the dealer can carry it in limited 
quantity so he does not have to tie up a lot of 
capital in slow-moving merchandise.” 

Bill Crow has been operating successfully along 
these lines for over 30 years in Edmonds. He has 
also sought constantly to improve his display and 
merchandising methods in accordance with mod- 
ern trends in hardware merchandising. In 1949, 
he moved across the street to a new Crow Hard- 
ware building, which the store occupies today. 

This store is 30 feet wide by 112 feet deep and 
has the visual type front with backless windows. 
With the exception of the service sporting goods 
department at the front, all fixtures are set up for 
customers who wish to serve themselves. The 
whole interior of the sales area is easily visible 
from the street. 

After his discharge from the service, Dave 
Crow joined his father in the business, which he 
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has helped to operate for the past dozen years. 

SALES HAVE INCREASED steadily since the 
new store opened, the owners report. Improve- 
ments have also been added, such as the recent 
remodeling of the wall shelving along the entire 
north wall. 

For this, the old closed door cabinets for 
builders’ hardware were removed, as well as the 
shelving on which hand tools were displayed. 

In place of these fixtures, perforated wall board 
was installed, permitting use of brackets and ad- 
justable shelving as desired. The result has been 
a substantial sales increase in both hand tools and 
builders’ hardware. Customers can now see and 
handle every item displayed where formerly they 
had to wait until they could be helped. 

“HARDWARE STORE CUSTOMERS certainly 
have to be helped with many if not most of their 
purchases. Nevertheless, self-service display is a 
great help in the selling, even where some service 
is required,” Dave Crow says. 

“For instance, in our new builders’ hardware 
section, if we are busy with someone else, a cus- 
tomer will examine and handle the merchandise. 
He still has some questions but by the time we 
go over to him, he has already answered three- 
fourths of the questions he had in mind. This is 
a time-saver of some consequence to us. Then, 
of course, there are quite a few occasions where 
a customer knows exactly what he wants and 
needs only to pick it up and take it over to the 
wrapping counter.” 

That counter is a table located about two-thirds 
of the way back in the store. The salesman does 
not go behind the counter to ring up a purchase 
but stays on the same side with him. Customers 
seem to prefer this more friendly, informal ar- 
rangement. 

Merchandise of particular interest to women, 
such as chinaware and housewares, is displayed 
on island and wall shelving at the left-front cor- 
ner of the store. Immediately behind the main 
front window is an area of open floor space for 
larger items and seasonal merchandise. 

PAINTS ACCOUNT for about 25 per cent of 
total store sales, the owners report. They are dis- 
played, also on open self-service shelving, at the 
left rear corner behind the housewares. The store 
carries two full lines of general paint plus a line 
of marine paint and some other specialties. Open 
displays stimulate impulse sales, especially of ac- 
cessories which are also displayed in this section. 
A good deal of service selling is required here, the 
owners point out, since it is important that the 
customer have the type of paint that is exactly 
suited to the job at hand. Some back-up stock is 
carried in the back room. 

This warehouse room at the rear takes up 
nearly one-third of the main floor space. How- 
ever, the owners do not use it in the traditional 
manner but maintain it in such condition that 
customers are encouraged to walk around as freely 
back there as in the sales room. 


(Continued on Page 49) 
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SPORTING GOODS are sold on service basis. Dave Crow 
(left) and Bill Crow talk guns with customer. 
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HOUSEWARES DEPARTMENT is at left front. Manu- 
facturer’s merchandise displays are often used. 
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STOCK ROOM open to public has metal topped bench 
and pipe rack to service customers’ orders. 
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OLD FASHION 
BARGAINS GALORE THROUGH- 
OUT OUR STORE 
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Membership in HARDWARE WORLD'S 
WESTERN HARDWARE 50-YEAR CLUB 
Has Been Extended to Brainard-Corbin... 
Antiques Dominated Display for the Firm 
During Their... 


GOLDEN 
ANNIVERSARY SALE 


Brainard-Corbin Hardware 
Artesia, New Mexico 


Back in 1908, Mark A. Corbin bought an in- 
terest in Brainard Bros. hardware and implement 
business. The name was changed to Brainard- 
Corbin which has remained until this day. In 
1958 the firm, now operated by Mark’s son Andy, 
celebrated its 50th anniversary. 

This firm has become a member of HARDWARE 
WoORLD’s Western Hardware 50-Year Club for its 
continuous service to the people of Artesia, New 
Mexico. 

The original firm was actually started in 1903 
when Jack Porter entered the hardware business. 
He sold an interest to another man, making it 
Porter-Bickham for a short while. This was 
bought in 1907 by G. R. and C. V. Brainard, just 
a year before Mark A. Corbin helped to change 
the name for the last time. 

The firm’s first move came in 1918 when they 
moved to 205 West Main. In 1942 they moved on 
the same street to another block. In 1936 the last 
3rainard in the business sold out to Mr. Corbin. 
In 1937 M. Anderson Corbin, Jr., became asso- 
ciated with his father. In 1954 Mr. and Mrs. 
Corbin built a new and spacious building at 412 
W. Quay. 

At the time Andy remarked that he never 
wanted to move the hardware store again. They 
had their problems moving some 10,000 different 
items in stock, including hardware, electrical ap- 
pliances, gift items, cooking utensils, hobby de- 
partment, toy department, sporting goods depart- 
ment, etc. Andy recalls that when he started with 
his father in 1937, after finishing college, he used 
to go to the store 5 a.m. and sweep out. He also 


CELEBRATION OF 50th ANNIVERSARY was spot- 
lighted with extensive advertising. Public was invited by 
letter reprinted in ad. 
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remembers the “good old days” when the men 
of the area gathered and swapped fishing and 
hunting stories during their shopping. 

A BIG ANNIVERSARY SALE was held by Mr. 
and Mrs. Corbin in October 1958. Much time and 
effort was put into planning which proved to be 
worth while. Sales were up 50 percent over the 
same period the previous year. The Corbins used 
newspaper and radio advertising to help promote 
the sale. They had a regular bi-weekly newscast 
sponsored on a year-round basis. In addition to 
this they used special spot commercials. They also 
advertised the sale with space in their local news- 
paper. In addition they distributed hand bills 
throughout the area. 

All visitors to the store registered for prizes 
which were drawn and given daily. The grand 
prize was given on the last day of the celebration. 
Many of the wholesalers cooperated in offering 
door prizes. 

Mrs. Corbin became active in the firm when 
they moved to their new store in 1954. She and 
her husband enjoyed preparing two front windows 
for the sale. On one side they had a modern gift- 
ware section beautifully decorated. In contrast 
the window on the opposite side held antiques 
which had been handed down in the Corbin fam- 
ily from one generation to another. There was an 
old spinning wheel which was left by Andy’s great 
grandmother. A pitcher and punch bowl which 
were hand painted by his mother. The rifles are 
part of a collection belonging to his father. Both 
Mr. and Mrs. Corbin recall there has been a lot 
of change in the business in fifty years. Mrs. 
Corbin stated, however, “Many people still ask 
for items such as stove radiants by the old names 
of grate, rock or clay. We still sell many lamp 
globes, and many other things seemingly out of 
date.” 


CORBINS 
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TIE-IN SIGNS helped Mr. & Mrs. Corbin in successful 
50-year sale. Windows were specially decorated. 
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WELL-STOCKED HARDWARE STORE of 1908. Self- 


service was at minimum. 


on 
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EXTERIOR of present modern store. In 50-years firm 
moved three times. 
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ANTIQUES from the past were displayed in window. 
Items are from Corbin family collection. 
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SANDPAPER DISPLAY for over 30-varities with room for paint on lower 
shelves. Counter was designed by owner John Croft. 


Open Display Sells Sandpaper 


Insert Shelf Allows Standard Sheets of 
Sandpaper to be Easily Seen and Sold... 
Display Helps Sell Other Painting Acces- 


Croft's Hardware 


Colorado City, Colo. 


pent gets an opportunity 
to overlook sandpaper while 
shopping for paint in John 
Croft’s hardware store in Colo- 
rado City, Colorado. 

Before he doubled the size of 
his store, and built some spec- 
tacular new display fixtures 
during 1959, Croft had been 
disappointed in the ratio of 
sandpaper sales to paint sales. 
Moreover, he felt that he should 
be selling more sandpaper for 
ordinary use around the home 
than the sales records showed. 

Consequently, in remodeling 
the big shopping-district store, 
Croft immediately did away 
with all pre-conceived notions 
of sandpaper display in favor 
of the six-foot long “insert 
shelf.” This was made possible 
by dropping back the lip of the 
counter, and building an ex- 
tended shelf which fits back 
under the edge of the counter. 
Built to fit standard sandpaper- 


34 


sories 


sheet size, the shelf can easily 
display 30 or more varieties of 
sandpapers. It is visible at the 
time the prospect is most likely 
to be receptive of sandpaper 
suggestions—the moment he is 
buying paint. 

“What we did was to put the 
sandpaper display where the 
paint customer usually puts his 
elbows when talking over paint- 
ing problems,” John Croft said. 
“Now, however, there’s no place 
to put the elbows. This means 
that the customer who used to 
lean on the counter must now 
glance down, at least momen- 
tarily, into the open shelf. He 
gets an idea of the size of the 
sandpaper inventory which we 
carry. In the event he needs it 
for the type of painting which 
he is going to do, the chances 
are he will pick it up then and 
there.” 

Of course, the Colorado hard- 


ware man helps things out by 
using big, colorful price tags 
and offering attractive rates on 
the sandpaper shown. Now and 
then, a “suggestion sign” is 
used with further information 
on the right type of sandpaper 
for soft wood, hard wood, metal, 
and other applications. 

Results were not what Croft 
would term “sensational” but 
they did become impressive 
within the first six months that 
the new store was open. Where 
only about one customer out of 
every 10 remembered to buy 
sandpaper with paint purchases, 
the ratio went up to three per- 
sons in every 10 during the first 
60 days. This has been increas- 
ing slowly but steadily ever 
since. The sandpaper display 
has been a real help in selling 
paintbrush cleaners, thinner, 
paint scrapers, dropcloths, and 
other accessories as well, Croft 
reports. 
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AMPLE PARKING ROOM is an absolute essential for the 
Don Hall store. Room for expansion is also included. 


tion. 
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MERCHANDISE IS ARRANGED for self-service. Cus- 
tomers with shopping problems receive individual atten- 


Relocating Store Paid Off With Planning 


Don Hall Hardware Store 
Pomona, California 


R. EINSTEIN in discussing 

the Theory of Relativity set 
forth the premise that time is a 
place. The location of a hard- 
ware store was not exactly what 
the famous physicist had in 
mind when he formulated his 
theory. But the application of 
this principle has proven to be 
the key to the successful opera- 
tion of the Don Hall Hardware 
Store in Pomona, California. 

FOUR YEARS AGO this firm 
was faced with a critical prob- 
lem. The store was supposedly 
ideally located on one of the 
main thoroughfares. Yet despite 
this location business was de- 
clining. Careful investigation 
revealed lack of parking facili- 
ties was the primary difficulty. 
Only exorbitantly expensive 
measures could resolve this situ- 
ation. 

Faced with this problem, Hall 
decided in effect if Mohammed 
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Lack of Parking Made Moving Necessary 
. . » Careful Searching Found New Site 
with Desirable Features ... Service and 
Inventory is Pointed Toward Particular 
Area 


wouldn’t come to the mountain 
then the mountain must come to 
Mohammed. Careful analyzing 
areas that were experiencing the 
greatest growth in home con- 
struction, Hall settled upon his 
present location. 
CONSIDERABLE RISK was 
involved in this undertaking. 
The area was relatively unde- 
veloped. Also data indicating 
the potential level of business 
that could be developed was 
lacking. Many of his business 
associates counseled him against 
this move. To paraphrase one of 
the _ television commercials, 
“They said it couldn’t de done.” 
However, confident that care- 
ful planning and service to the 
residents in the area would pay 
off, Hall proceeded with his 
plans. Three factors were of 
paramount importance in the 
selection of the present site. 
First was accessibility. The site 


was easily available near the in- 
tersection of two _ potentially 
heavily traveled thoroughfares. 
Experience proved to be a 
thorough teacher and the second 
factor given careful considera- 
tion was the amount of parking 
area for automobiles. Thirdly, 
and closely interrelated with the 
second factor was the amount 
of space available for expansion 
without sacrificing the needed 
parking room. 

Today’s spacious 100 - foot 
frontage lot has all these advan- 
tages. Ample parking space is 
provided for 30 automobiles at 
the same time. The clearly 
marked entrance and exit allevi- 
ates possible traffic problems. 
Two-hundred-foot depth pro- 
vides adequate room for expan- 
sion without a corresponding 
reduction in the parking area. 

CATERING STRICTLY to 
the carriage trade, this store is 
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experiencing a steady growth. 
Special attention is paid to in- 
ventory. Every effort is made 
to stock items that will enable 
new home owners in the area to 
repair and remodel their homes. 
In fact, it has already been 
necessary to enlarge the store to 
stock many bulk items such as 
pipe and plumbing accessories. 
Plus facilities to customize the 
many items the Do-It-Yourself 
patrons demand. 

With emphasis placed largely 
upon service to the customer, 
the self-service aspect of this 
store has not been disregarded. 
All merchandise is arranged for 
the convenience of self-service 
customers. Borrowing a page 
from the operation of the super- 
markets, the checkout counter 
has been located immediately 
inside the entrance. This facili- 
tates payment and speeds the 
customers on their way. 

Sidewalks are not available to 
catch the pedestrian trade. 
Therefore certain concessions 
have had to be made to accom- 
modate the patrons of this 
establishment. Since the great- 
est volume of business is done 
on week-ends, it has proven to 
be extremely profitable to re- 
main open on Sundays. 

ANOTHER FACTOR given 
careful consideration was credit. 
Rather than become enmeshed 
in a large volume of paper work 
and still have the convenience of 
credit, the firm agreed to honor 
the credit cards of the Bank of 
America. Hall explained it has 
been extremely advantageous 
for him to handle these credit 
cards. 

To make shopping as pleasant 
as possible at the Don Hall 
Hardware, Hi-Fi music is played 
throughout the day. 

In discussing the gamble 
when he first relocated his store, 
Hall is more than well satisfied 
with the results. In a matter of 
confirming his judgment, a large 
supermarket was recently con- 
structed across the street from 
him. To reassure him his judg- 
ment was even more sound, 
moves are presently under way 
to zone more of the area sur- 
rounding his establishment for 
business. 
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LOANING POWER HEAD 
BUILDS GOODWILL 


Extra Power Head is Loaned to Customers 
During Breakdowns ... Owner Finds Sales 
Grow Through Customer-Relations Ser- 


vice 


A&A Hardware 
San Diego, Calif. 


WO years ago William G. Aus- 

tin, owner of A&A Hardware 
in San Diego, California, de- 
cided to keep an extra power 
head on hand for customers 
emergencies. He had little idea 
of the several advantages that 
would result from his decision. 

“Originally,” says Austin, “we 
had intended stocking the extra 
power head for those rare occa- 
sions when customers were hav- 
ing their own units repaired. 
We felt it would be a tangible 
service if we lent the extra head 
at this time. Especially when 
the customer needed his ma- 
chine shop most.” 

As it turned out, word got 
around that A&A Hardware was 
indeed in a position to offer a 
service feature which was ob- 
tainable only at Austin’s store. 
Apparently, no other local store 
had considered the customer re- 
lations value of such an idea. At 
any rate it wasn’t long before 
new customers as well as A&A’s 
old ones were making good use 
of the reserve power head. Some 
of the city schools even con- 
tacted| Austin when their shop 
class power tool units needed to 
be repaired. 

“This has come to be a popu- 
lar feature, and is considered 
by our customers as part of our 
everyday way of doing busi- 
ness,” Austin points out. “The 
extra power head is out of the 
store and being used by some 
customer over half the time.” 

A&A’s owner is anxious to 
keep the service as a means of 
building sales through good cus- 
tomer relationships. He only 
rarely assesses a charge for 
lending the unit. “When a cus- 
tomer is sending his damaged 


unit back to the factory for re- 
pair,” says Austin, “we charge 
him for packaging and shipping. 
We invariably make no other 
charge. After all,” he says, 
“don’t forget we’re building to- 
morrow’s business on the basis 
of how we can service a poten- 
tial future customer today.” 

Recently, a man in San Diego 
who builds furniture for re-sale 
found it necessary to ship his 
power head to the factory for 
repair. “This would have meant 
delaying the man’s pastime,” 
says Austin. “But he had heard 
we stocked an extra unit, so he 
came to us with his problem. We 
were able to help him out, and 
now he’s one of our regular cus- 
tomers.” 

This is only one of the many 
examples Austin can cite. Here 
is an area he believes cannot be 
exploited too much—providing 
some feature which the custom- 
er recognizes as a definite ser- 
vice to him. 


POWER HEAD is available at no 
charge to customers in_ distress. 
William G. Austin (left) discusses 
power tool features with customer. 
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29 YEARS IN 
GARDEN WHOLESALING 


Central Garden Supply 
460 Townsend Street 


: ; NEW OFFICERS of 
San Francisco 7, Calif. 


company are, seated, E. 
J. Kenneally, pres.; 
(standing, left) H. S. 
Black, secretary, and 
W. A. Sparrow, V.P. 


ACK in 1931, E. G. Schmie- 
dell Jr., started Schmiedell & 
Company as a jobber of garden 
supplies. The company opened 
its doors in May. In June, E. J. 
Kenneally joined the company 
as a salesman. 

The company grew at a steady 
rate until today there are eight 
salesmen covering hardware and 
garden supply stores in north- 
ern and central California. They 
have a warehouse with 18,000 
square feet and general offices 
at 460 Townsend St. in San 
Francisco. 

Until 1956 Schmiedell Co. 
was owned solely by Mr. 
Schmiedell. But in that year a 
corporation was formed with 
Mr. Schmiedell as_ president, 


E. J. Kenneally as vice presi- 
dent, W. A. Sparrow, a long 
time employee, as secretary. 

Schmiedell sold his interest in 
December 1958 and the present 
officers are: president—E. J. 
Kenneally; vice-president — W. 
A. Sparrow; secretary — Hud- 
son S. Black. Joseph Vinal and 
Lloyd V. Nelson are now stock- 
holders and members of the 
board of directors. 

In 1959 it was decided to 
change the name of the company 
to the more descriptive Central 
Garden Supply. 

Before joining the firm back 
in 1931, Kenneally had pre- 
viously worked as a salesman 
for a San Francisco envelope 
firm. 


TOP LINES of company are shown at Hardware-Housewares Show in San 
Francisco, manned by executives and sales force. 
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Sparrow started with the firm 
24 years ago in the warehouse 
and subsequently became a 
salesman. After the war in 1945 
he continued as a salesman. 


Black started in 1946 as a 
salesman. He worked for one 
year previously for another 
wholesaler. He was also a pub- 
lic relations man for the Golden 
Gate International Exposition 
Co. in 1939-40. 

A. E. (Al) Manseau is office 
manager. He started in 1954 in 
general office work. He assists 
Mr. Kenneally in office sales, etc. 

The first of March the whole 
sale firm brought out a new cat- 
alog which will be sent to deal- 
ers upon request on their letter- 
heads. The sheets show the code 
number, model number and re- 
tail price on the facing page. 
Price sheets will be changed im- 
mediately upon announcement 
of changes of price. 


OFFICE MANAGER, A. E. (Al) 


Manseau works on figures and office 
sales. 
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THE BIG MID-YEAR PROMOTION 


HE third annual “Springtime is Gifttime” 

promotion will start in May. It incorporates 
seven (7) gift-giving events into one big gift- 
selling promotion. 

Outside of Christmas these seven events offer 
the biggest gift-giving period of the year. They 
include Mother’s Day, Bride’s Showers, Stag 
Showers, Weddings, Wedding Anniversaries, 
Graduations, and Father’s Day. 

HARDWARE WORLD has developed a kit to help 
you promote this through window and in-store 
displays and through your local advertising. 

The kit includes 10 hanging posters (as il- 
lustrated in Fig. 1) and 10 window posters (as 
illustrated in Fig. 2). The hanging posters are 
printed in green on yellow paper. The window 


posters are printed in reddish brown on white 
paper. The newspaper mat includes six separate 
heads for three-column newspaper ads. There is 
one head for each of the seven promotions. One 
heading which is for Weddings and Anniversaries 
can be used to cover the two events. 

HARDWARE WORLD herewith presents a sugges- 
tion on carrying out a complete “Springtime is 
Gifttime” promotion. 

First, schedule your calendar so that these 
events will come in consecutive order. You may 
work this out on your calendar to suit your own 
plans. However, the dates we have suggested 
will work fairly accurately. 

MOTHER’S DAY (Schedule April 29 through 
May 7) you can, of course, start this promotion 





POSTERS INCLUDED IN “SPRINGTIME” KIT 


See facing page for details of merchandising kit and how to get it. Also read instructions 
on how to carry on promotion. 


> .-ofor MOTHERS ' 
' BRIDES...BRIDEGROOMS 
GRADUATES... FATHERS, : 


Br aes show 
Weddings We “aaino 


Father is BOY Gr gavation 


Gift hore | 


FIG. 1 (at left) is hanging poster 24%, inches by 16 inches 
folded to 12% by 16. It is printed green on heavy yellow 
paper. FIG. 2 (above) is window poster, 14 by 16 inches, 
printed reddish brown on heavy white paper. 
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MERCHANDISING 
DISPLAY AND . 
ADVERTISING KIT 


THE “SPRINGTIME 
IS GIFTTIME” KIT 


INCLUDES: 


10 HANGING POSTERS 


printed green on heavy yellow 
24% inches x 16. | 
Folded to 12% inches by 16. 


10 WINDOW POSTERS 
printed reddish brown on heavy 
white paper ... 14 by 16 inches. 


TOTAL OF 20 POSTERS 


6 ADVERTISING MATS 

. 5 inches wide for the aver- 
age three-column newspaper ad. 
Each ad mat is illustrated here 
in full size. 
The entire kit of 20 posters 
and six advertising mats cost 
only $3.00 postage prepaid. 


ORDER NOW IN ONE OF 
TWO WAYS 


1. Circle No. 300 on inquiry card 
in this issue and the kit will be 
mailed to you immediately. You 


will be billed later. 


2. Send check or money order for | 
three dollars and fill out form below | 
and send to HARDWARE WORLD, | 
1355 Market St., San Francisco 3, | 
Calif. 


Address 
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SPRINGTIME 1S GIFTTIME 





earlier if you desire. But at least run a one 
week promotion with windows and newspaper 
ads. Promote electric housewares, dinnerware, 
glassware, silverware sets, flatware, portable 
radios, decorative ware, etc. Set up a window 
with the “Springtime is Gifttime” posters chang- 
ing each period to the merchandise to apply to the 
particular promotion, such as Mother’s Day. Use 
a special card “.. . For Mother’s Day” to go with 
the poster. 

BRIDE’S SHOWERS (Schedule May 9 through 
May 20). The hardware store can suggest many 
different types of promotions for the new bride. 
There are kitchen gadget showers, there are cook- 
ware showers, there are closet and bath showers, 
decorative goods showers, etc. In your window 
place types of merchandise in groups and put a 
card with each group showing how they fit into 
special types of showers. This may also be done 
in your newspaper advertising under the special 
heading offered on the mat sheet. 

STAG SHOWERS (Schedule May 21 through 
May 27). As an alternate you can run the Stag 
and the Bride’s Showers together and schedule 


from May 9 through May 27 for both promotions. 

This is a new idea which HARDWARE WORLD has 
been trying to promote for the last three years 
and it is slowly catching on. Type of merchan- 
dise to show in such a window would be all kinds 
of shop tools, garden tools, bar supplies, sporting 
goods, etc. Select preferably those within a $1 
and $7.50 range. You can show and promote 
those over that but be sure you highlight the 
lower priced ones in order to make the showers 
appeal more to the mass group of customers. 

In your ads suggest that you will help anyone 
of your customers to promote a stag shower. 
There are various ways to handle such a shower. 
When your customers send out invitations, men- 
tion what the interests of the new bridegroom 
are, such as fishing, carpentry, gardening, etc. It 
might be a good idea to run your newspaper ad 
on the sports section to attract male attention. 
Contact your local editor and tell him about your 
idea of trying to stimulate these showers and you 
may find him very interested in running publicity. 

WEDDINGS AND ANNIVERSARIES (Sched- 
ule May 28 through June 3). For this promotion 
you should feature top quality merchandise in 
your store, including such things as electric 
housewares, dinnerware, glassware, silverware, 
etc. In your ad be sure that all illustrations are 





FATHER'S DAY PROMOTED BY STORE IN CALIFORNIA 


FOR “DAD THE SPORTSMAN” this window shows 
many suggestions by Turners of Modesto, Calif., featur- 
ing fishing supplies. 
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VARIETY OF ITEMS is shown in this window geared 
for “Dad.” Tools, garden supplies and camping equipment 
are some of ideas. 
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of good quality and lend themselves to creating 
a proper effect. 

GRADUATES (Schedule May 27 through June 
3 or later if you desire). If you are in a college 
area, select type of merchandise that will appeal 
to both college graduates and high school grad- 
uates. Some types will appeal to both. Sugges- 
tions are electric clocks, electric lamps, electric 
corn poppers, luggage, electric shavers, tennis 
rackets, golf clubs, and some decorative goods. 

FATHER’S DAY (Schedule June 3 through 
June 18). Father’s Day is on Sunday, June 19. 
The Father’s Day Council reminds merchants 
that this promotion now includes grandfathers 
as well as fathers. Also according to the council 
75 per cent of all Father’s Day gifts are pur- 
chased by women. The average gift runs around 
$18. The hardware store is a very logical place 
to get Father’s Day presents. You should pro- 
mote this very heavily. 

First, use all possible window area in your 
place to show different types of merchandise that 
might appeal to father and grandfather. Show 
things for the father who is a sportsman, who is 
a host (bar supplies, barbecue and patio sup- 
plies), father who is a hunter, father who is a 
gardener, golfer, etc. Most men also like to build 
up their home work shop with power and hand 
tools. This is where the hardware store really 
shines. 

Advertise this promotion quite heavily in your 
local paper. Use the “Father’s Day” mat. 


TABLE SETTINGS have been a very successful method 
of selling not only dinnerware, but also glassware, flat- 
ware, silverware, candle holders, centerpieces and other 
decorative ware at Turner’s in Modesto, Calif. About six 
large tables were used last spring to show the many 
dinnerware patterns to prospective gift buyers as well as 
housewives looking for patterns to upgrade her own ser- 
vice. A special demonstration of an electric housewares 
item was also conducted next to one of the tables. Accord- 
ing to management, this helps to draw the lady shoppers 
to the corner. 
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SPRINGTIME 1S GIFTTIME 





GIFTS FOR WEDDINGS AND ANNIVERSARIES were 
promoted successfully with this attractive window dis- 
play. It was used by Chet Johnson Hardware, 1214 Pacific 
Ave., Santa Cruz, Calif., last year, particularly to pro- 
mote gifts for June weddings. Most of the items were 
electric housewares . . . from inexpensive trivets to 
big-ticket rotisseries. 


—_ 


FREE WRAPPING helped to stimulate gift sales during 
the “Springtime” promotions at Pacific Beach Hardware, 
Pacific Beach, Calif. According to C. Neil, co-owner of 
the store, “Sales have risen noticeably since we introduced 
this service. Originally it was a Christmas promotion idea 
and it worked so well for us that we decided to continue 
the free gift wrap after the holidays. It’s an investment 
of but a few pennies, but the return in good-will to our 
store more than compensates for it. We are able definitely 
to attribute the 30 per cent rise in gift sales to the free 
gift wrap idea alone.” The firm also promotes lay-a-way 
plan for those wishing to buy gifts for weddings, show- 
ers, Mother’s Day, anniversaries, graduations, Father’s 
Day and birthdays. The large sign hanging near the 
housewares section draws attention to both the free gift 
wrapping and lay-a-way plan. 
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DRILL-N ANCHOR 


COUNTER CARD for point-of-pur- 
chase sales. Red, white and black dis- 
play holds masonry anchor sample. 
Message on card invites customers to 
ask for free copy of catalog.—Rawl- 
plug Company, Inc. 

For Details Circle 159 on INQUIRY CARD 


TRAFFIC INCREASES with mass 
display of Build-It-Yourself patterns. 
Two sizes of displays available for 
100 to 200 patterns. Customers can 
build cabinets or garages with pat- 
terns.—Easi-Bild Pattern Co. 

For Details Circle 174 on INQUIRY CARD 


‘ 


ATTRACTIVE point-of-purchase dis- 
play stops customers. House-shaped 
lockset model features three basic 
locksets. House is black and white.— 
Kwikset Sales and Service Co. 

For Details Circle 171 on INQUIRY CARD 
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Merchandising Aids 


FREE FLOOR DISPLAY with Profit- 
Pak of 12-sponge mops and refills. In- 
cluded is free 10-qt. Lustro-Ware pail. 
Rack takes one sq. ft. floor space.— 
Quickie Mfg. Co. 

For Details Circle 169 on INQUIRY CARD 











UNC OM DT VOMALLY 
BAR AMTTED 


MOVING SIGN catches your custom- 
ers’ eye. “T” shaped display for 
Roller-Matic and Carpeteer rug-clean- 
ing applicator is five-feet high. Bat- 
tery motor oscillates sign. —E. R. 
Wagner Manufacturing Co. 

For Details Circle 170 on INQUIRY CARD 


HOW TO USE WATERFEEDER is 
shown on counter display box. Cart- 
ridge or pellet-type fertilizers can be 
used with any type of watering de- 
vice. Six feeders per display.—Proen 
Products Company 

For Details Circle 166 on INQUIRY CARD 





GARDEN SHEARS 





FLAG CUSTOMERS with window or 
counter display of garden shears. 
Wire stand holds 18-basic shears. 
Two-color sign on top. Stand is 18 x 
6% inches. Will hang on wall.—True 
Temper Corporation 

For Details Circle 175 on INQUIRY CARD 


SALES INCREASED with use of this 
display stand by 50 per cent. Easily 
assembled, stand merchandises 48 
Robo, Jr. knife sharpeners. — Alden 
Speare’s Sons Co. 

For Details Circle 173 on INQUIRY CARD 


SALES APPEAL with colorful Rain- 
bow Pak propane torches. Five differ- 
ent color torches give display eye- 
catching attention. Tanks fit standard 
torches and appliances.—Turner Cor- 
poration 

For Details Circle 165 on INQUIRY CARD 
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MERCHANDISING AIDS 
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TIE-IN your store with 1960 Father’s 
Day 50th Anniversary. Posters and 
stickers carry national election theme. 
June 19 is the day.—Father’s Day 
Council, Inc. 

For Details Circle 172 on INQUIRY CARD 


CORRECTION 
FREE PRUNING GUIDE is featured 
on garden shear display stand. Snap- 
Cut shear display was _ incorrectly 
identified in January issue——Seymour 
Smith & Son, Inc. 

For Details Circle 176 on INQUIRY CARD 


HARDWARE IDEA BOOK 


Market-Maker is “Idea Kit” for hard- 
ware dealers to get back some of the 
business lost to other retail outlets. 
Kit offers dealer-proven promotion 
hints, plans for arrangement of low- 
cost displays and elaborate full-store 
treatments. Also included are items to 
tie-in with national TV advertising of 
aluminum hardware. — Aluminum 
Company of America 
For Details Circle 168 on INQUIRY CARD 
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Viewed from any angle... 


HERE'S A 
SURE-FIRE 
SELF-MERCHANDISING 


MONEY 


It sells on sight — this uniquely-packaged washer assortment that’s 
needed and wanted by every homeowner and workshop handyman who 
enters your store! Here in their own powerful merchandising display 
carton, ready for easy showing on counter or rack, are twin plastic tubes 
of Milwaukee Wrot Washers in lock- and flat-size assortments most 
often used in the home. 


Wherever you put them, these cartons are eye-catching traffic stoppers. 
Their flashing color and transparent tubes bring impulse-buying cash 
out of customers’ pockets into your register fast — in a volume and at 
a mark-up assuring worthwhile profit on every transaction. 


Order from your jobber today — then watch your washer sales climb. 


Wrot Washers offer you the broadest selec- 
tion of retail merchandising packages in the 
industry. From the exclusive new “Klip-Pac” 
through assortment- and single-size tubes to 
shelf boxes and bulk washer containers, there 
is a sales-proved, turnover-stimulating Mil- 
waukee packaging method exactly fitted to 
every customer’s requirements. 


OTHER WASHER 
MERCHANDISING PACKAGES 
DESIGNED TO STIMULATE 
RETAIL SALES 


EXCLUSIVE KLIP-PAC B, 
STANDARD SHELF 


Precounted washers (in PACKAGES 


sizes 3/16” through 3/4”) 


ASSORTMENT AND 
SINGLE-SIZE TUBES 


Provide from 3/16” to 7/16” 
counted and plated washers 
of popular sizes in plastic 
tubes. 


WROUGHT WASHE 


now assembled in perma- 
nently size-marked, con- 
venient clips which stop 
waste and loss. 





All standard and SAE size 
washers are available in 
colorful, quick-identifying 
boxes of 1 and 5-Ib size. 








BULK WASHER 
CONTAINERS 


All standard 


Since 1887 


and SAE sizes 


are supplied 
in 100- and 
200-ib. bulk 
cartons for 


large-quantity 


users. 


MANUFACTURING CO. 


the world's largest producer of washers 


2240 S. Bay Street 


Milwaukee, Wisconsin port 
For Details Circle 23 on INQUIRY CARD 


















































“POOL OWNER’S HANDBOOK” is 
16-page booklet on swimming pool op- 
eration and care. Offered as a practi- 
cal guide to answer questions most 
people have about their home pool. 
The booklet has been published by 
Lomart Industries, Inc., manufacturer 
of Clear-Water diatomite pool filters. 
Easy-to-read questions and answers 
cover facts on filtration, chlorination, 
pH and algae control, water require- 
ments, operating the filter and care 
and cleaning of pool. 
For Details Circle 200 on INQUIRY CARD 


COLOR CARD features 45 popular 
colors of ready-mixed paint. Sprad 
Satin, Spred Lustre and Alkyd Flat 
paints by Glidden Company are 
shown on card. Selecting wall color- 
ings that best harmonize with home 
furnishings is made simpler with use 
of the card. In addition is a four-inch 
color chip said to be the largest take- 
home chip in the paint industry. The 
chip provides customers with a full 
16 square inches of color for conve- 
nient comparison with fabrics, drapes, 
floor coverings and other home deco- 
rations. 
For Details Circle 201 on INQUIRY CARD 


CATALOG AND PLANNING SHEET 
for consumers tells how to plan and 
measure for installation of Adjust-A- 
Rail Company’s wrought iron railings 
and columns. The two-color piece of- 
fers catalog information and a series 
of sketches of ideas for both inside 
and outside installations for the 
home. 
For Details Circle 202 on INQUIRY CARD 


TWO-PAGE BULLETIN features 
quality line of sheet metal tapping 
screws. Price range, finish and type 
of packaging is described on first side 
of bulletin from Air Control Prod- 
ucts, Inc. Second page lists specifica- 
tions and illustrates other products. 

For Details Circle 226 on INQUIRY CARD 


“MAJORJET” ENVELOPE STUF- 
FER tells story of shallow well jet 
water system. From The Deming 
Company, manufacturers of pumps 
and water systems, the stuffer has im- 
print area on back. 

For Details Circle 207 on INQUIRY CARD 


44. 


1960 GATES GARDEN HOSE 
PROGRAM is outlined in four-page 
catalog sheet in full color. Gates 
Rubber Company program tells you 
how to give your customers more for 
their money in garden hose. Five 
types of rubber hose are illustrated 
and three types of plastic hose. Two 
attractive merchandisers and a se- 
lector chart with hose samples are 
shown to help you get more sales. 

For Details Circle 210 on INQUIRY CARD 


1960 CARLCO CATALOG features 
over 100 promotional items from 
Carlisle Manufacturing Co., Inc. Items 
are fully illustrated and described. 
included are flower boxes, planters, 
plant stands, ice chests, portable 
ovens, hose hangers, window ventila- 
tors and numerous other housewares 
and garden supplies. 

For Details Circle 212 on INQUIRY CARD 


OIL AND GASOLINE CONTAIN- 
ERS CATALOG by Eagle Manufac- 
turing Co. is available in two forms, 
No. 60 general catalog and No. 60-C 
condensed catalog. Included are oilers 
and safety cans for repairmen, home 
owners and sportsmen. 

For Details Circle 213 on INQUIRY CARD 


TROPHY AND AWARD CATALOG 
has 52-pages in two-color. Complete 
REH - craft line of master - crafted 
trophies, plaques, cups and advertis- 
ing specialties is presented in catalog 
from A. C. Rehberger Company. Line 
includes matching individual and team 
awards for all possible athletic events. 
Specifications, colors and prices are 
available in catalog. 
For Details Circle 231 on INQUIRY CARD 


To Receive Any of this 
Printed Matter Circle 
Number on Inquiry Card 
Facing Page 50 


BROCHURE WITH FREE SAM- 
PLES from Friesland Plastics Co. 
Two-page brochure describes indus- 
trial and commercial applications for 
Tape-Seal. A chemically inert plastic, 
Tape-Seal is said to provide positive 
leak protection for all types of 
threaded pipe connections. Extreme 
conditions of temperature, pressure 
or corrosive atmosphere have no 
effect upon the sealing compound. 

For Details Circle 227 on INQUIRY CARD 


- “LIGHT BULBS AND FLUORES- 
CENT TUBES FOR THE HOME,” is 
15-page booklet of comprehensive, 
non-technical information on prac- 
tically all types of light bulbs used in 
residential applications. The booklet 
is intended to serve as an educational 
and reference guide for sales person- 
nel. Westinghouse Lamp division of 
Westinghouse Electric Corporation is 
the publisher. Copies available at $3 
per 100. 
For Details Circle 228 on INQUIRY CARD 


SAFETY EQUIPMENT CATALOG 
for industrial, personal equipment. 
Four types of protection are covered 
in the 72-page catalog including eye, 
respiratory, hearing and head. De- 
tailed product descriptions showing 
individual components and parts and 
charts for each hazard are shown. 
The catalog is published by Willson 
Products division. 

For Details Circle 229 on INQUIRY CARD 


SPRING-SUMMER-FALL SALES 
PROGRAM FOR 1960 is eight-page 
booklet covering Toro Manufacturing 
Company’s products, services and 
policies. Descriptions, specifications 
and prices are included in the line of 
power mowers shown. Toro acces- 
sories are also shown. Advertising 
and merchandising aids are shown 
and explained along with Toro ser- 
vice policy for the dealer and con- 
sumer. 

For Details Circle 230 on INQUIRY CARD 


CAULKING GUN CATALOG for 
professional and home use. Four-page 
catalog from Vital Products Manu- 
facturing Co., gives illustrations and 
capacities of various models. Included 
is the interchangeable nozzle line. 

For Details Circle 209 on INQUIRY CARD 
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FREE LITERATURE— 


CEILING TILE ENVELOPE STUF- 
FER, describes Ceiltile staple from 
Arrow Fastener Co. Two-color stuffer 
has room for dealer imprint. Staple 
guns and attachments are pictured 
with information for your do-it-your- 
self home owners. An illustrated test 
of ceiling staples is presented for cus- 
tomers to try and prove for them- 
selves. 

For Details Circle 225 on INQUIRY CARD 





“DENNIS MITCHELL — OVER- 
WHELMINGLY CONSUMER AP- 
PROVED” is the theme of 1960 house- 
wares line of Dennis Mitchell Indus- 
tries catalog. Products are itemized 
on inside front and back covers. Full 
description of products with drawings 
and photos are found inside colorful 
pages. Other features are sales 
points, uses and sizes for each 
porduct. 

For Details Circle 224 on INQUIRY CARD 


TEN ADVANTAGES are listed in 
brochure covering gasoline-powered 
lawn edger and trimmer. Complete in- 
formation on operation is also in- 
cluded on trimmer manufactured by 
True Trimmer division of Emsco 
Screen Pipe Company. Features are 
all graphically illustrated. 

For Details Circle 211 on INQUIRY CARD 


WASTE BASKET CATALOG in 
full-color is available on the “Weibro” 
line from Weinman Brothers, Inc. 
Catalog illustrates 28 different styles 
and over 60 individual waste baskets 
in color showing details of design. 

For Details Circle 216 on INQUIRY CARD 


BOOKS—For Sale and Resale 


HAWAII, A GUIDE TO ALL THE 
ISLANDS, a Sunset Discovery Book, 
96 pages in heavy paper cover, heavily 
illustrated with halftones of the many 
scenic sights of Hawaii, published by 
Lane Book Co. Price: $1.75. 

The book contains an introduction 
which gives facts and information 
about “how to get there,” facilities on 
the Islands, special events and or- 
ganizations. Each section is devoted 
to one of the islands and gives com- 
plete information about where to stay, 
what to do, places to go, etc. An ex- 
cellent book for Malihini (new comer). 

For Details Circle 203 on INQUIRY CARD 


SUNSET WESTERN CAMPSITE 
DIRECTORY, second revised edition, 
80 pages in hard paper cover, pub- 
lished by Lane Book Company. Price 
$1.50. 

Book shows an overall map of the 
11 Western states with campsites 
numbered. It then takes each state 
with a larger map showing how to 
get to these respective campsites. 
Each campsite is listed with full de- 
tails in directory fashion. 

For Details Circle 205 on INQUIRY CARD 
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In this new catalog 


any plier your customers want 











Here is a catalog with 16 pages filled with pliers of every 
description—side cutters, oblique cutters, long nose cut- 
ters, shear cutters, end cutters—a style, size and type for 
every conceivable job. Included are the new Klein midget 
patterns, hardly longer than a package of cigarettes— 
ideal for electronic work or model making. A copy of this 
catalog should be in the hands of every hardware store. 


WRITE TODAY 
Catalog 103-A, listing and describing scores of Klein 
Pliers, will be sent on request. 


"Since 1857” 


oom MELEIN 


7200 McCORMICK ROAD + CHICAGO 45, ILLINOIS 


For Details Circle 24 on INQUIRY CARD 





Use Inquiry Postcard for Further Information About NEW PRODUCTS 





FLY CONTROL is attractive and 
deadly to flies. Said to be first fly 
killer in solid form. Fly Cake contains 
DDVP to kill flies in seconds. Killing 
power is retained for months.—Alco 
Chemical Company 

For Details Circle 116 on INQUIRY CARD 


PROFESSIONAL OR BEGINNER 
can get high sanding performance 
with new heavy-duty belt sanders. 
Model 830 has three-inch belt. Model 
840 has four-inch belt. Slip-proof 
timing belt.—Millers Falls Co. 

For Details Circle 112 on INQUIRY CARD 


STAND-UP bath scales requires no 
special installation. Space Saver 
stands upright on hinged base. Chrome 
handle on top. Available in decorator 
colors matching Counselor line.—The 
Brearley Co. 

For Details Circle 115 on INQUIRY CARD 


46 


SQUARE OR CIRCLE PATTERN 
with Pop-Up sprinkler. Adjustable to 
other between size patterns also. Dis- 
charge capacity can be varied with 
three nozzle sizes of 171 Series.—Na- 
tional Rain Bird Sales & Engineering 
Corp. 
For Details Circle 117 on INQUIRY CARD 


F 


FOR CUSTOMERS who want more 


strength than ordinary spade. This 
13-gage Razor-Back has longer socket 
to reinforce handle. Handle is top 
strength ash, driven straight.—The 
Union Fork & Hoe Co. 

For Details Circle 123 on INQUIRY CARD 





ii the na 
a rn ze q 
me. 
‘ 


OUTDOOR VACUUM CLEANER 
picks up grass, leaves and dirt. Cleans 
drives, sidewalks and street. Three hp 
engine. Powerful suction makes yard 
work easier. Bag collects debris. — 
Desert Ray Products, Inc. 

For Details Circle 118 on INQUIRY CARD 





FAST-CLEANING FILE for soft 
metals. File is constructed so that 
metal clogging file is shaken out by 
flexing file. Adjustable handle.—Gor- 
don Associates, Inc. 

For Details Circle 119 on INQUIRY CARD 








NOVELTY KITCHEN ITEM is rep- 
lica of dairy milk cans. Milking pail 
is grease saving pail. Salt and pepper 
shakers are milk cans. Shakers and 
pail are aluminum. — Aluminum 
Housewares Co. 

For Details Circle 120 on INQUIRY CARD 


TWO SIZES for pre-planted flower 
garden. Jiffy Planter roll-out garden 
comes in 15-foot roll and 33-foot roll. 
Instant Vigoro is included. Choice of 
cut flowers or dwarf edging.—Union 
Wadding Company 

For Details Circle 114 on INQUIRY CARD 
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NEW PRODUCTS 





NO PLUMBER NEEDED with this 
drain cleaner. Water pressure clears 
clogged drains. Attaches to faucet 
and other end to drain. Extension 
available for longer reach—T & E 
Manufacturing Corporation 

For Details Circle 124 on INQUIRY CARD 


MAGNETIZED LEVEL is designed 
for metal workers. It frees worker’s 
hands for other action during use. 
Self-aligning and jiggle-proof. Mag- 
netized for life of level—Empire 
Level Mfe. Co. 

For Details Circle 125 on INQUIRY CARD 


THREE MOVING PARTS in rotary 
sprinkler. Rain-rite works on 15 to 
75 pounds water pressure. Sprinkles 
full circle or narrow strip. T-base 
available—Campbell’s Manufacturing 
Company 

For Details Circle 126 on INQUIRY CARD 
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Sell 
QUALITY 


make 
more 


Standards are so rigid, only 2 out of 
every 100 handles we make qualifies to 
carry this label. Sell your customers 
long-term economy, greater safety and 
satisfaction—at greater profit to you— 
Sell Daniel Boone. Write for Catalog P 
and handy Wall Chart. 


hogs TURNER, DAY 
PTURNERDAY f) & WOOLWORTH 
HANDLE CORP. 


CROSSVILLE, TENNESSEE 


For Details Circle 25 on INQUIRY CARD 





Sabitis You! 


Wi BACK IN 1946 we pioneered Plastic Garden Hose. 


Through the years your loyal support encouraged us to produce better 
and better products. Today SUPPLEX Garden Hose and Flexible 
Sprinklers are as close to perfect as it is humanly possible to make them. 


Many thousands of dealers all over the country, just like you, take pride 
in selling SUPPLEX .. . and profit by it too. You know that SUPPLEX 
is priced right, packaged to sell, and profitable to push. 


We want your continued support. We know that the only way to get it 
is to continue providing you with saleable and profitable products. 
THAT WE WILL DO. Your Supplex jobber’s salesman will present 
the facts to you. 


Many thanks for your confidence in us. We hope we will earn it, always. 


ar 


GARDEN HOSE @ SPRINKLERS 


SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 


For Details Circle 54 on INQUIRY CARD 
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Full Hardware Line (Cont. from Page 31) 


The entrance to the back room is exceptionally 
wide and the room is well-lighted. The floor cover- 
ing material of the sales room extends about 10 
feet back into the warehouse. All this encour- 
ages people to go to the back sales area. 

THE OWNERS KEEP UP THE BACK ROOM 
as carefully as they do the sales area, stocking the 
shelves neatly and keeping the room clean. Cer- 
tain items of merchandise that are strictly de- 
mand are displayed only in this room. In remodel- 
ing the north wall of the sales area, for instance, 
Dave Crow removed a section of nuts and bolts 
and put it in the back. His reasoning here was 
that this section contained a variety of items 
needed for somewhat specialized purposes that 
would almost never be picked up on impulse. Cus- 
tomers would willingly go into the back room for 
them in any case. This made available the more 
sales-productive sales floor space for other mer- 
chandise. 

Also located in the back is the long sheet steel 
covered bench for pipe cutting and threading. 
Small pieces of pipe are stored on a shelf below 
the bench surface. Long pieces of pipe are stored 
on a rack in the basement below. 

This basement also is maintained in clean con- 
dition since customers occasionally follow the 
salesman down there as well. A number of large 
items such as step ladders in unusual sizes are 
stored only in that room. 

Having a clean and open back room has had the 
result of encouraging foot traffic through that sec- 
tion with customers who have parked their cars 
in the rear. 

The store carries a limited assortment of floor 
model power tools and a wide assortment of port- 
able electric tools. The latter are displayed on an 
island near the rear of the sales area. The store 
also carries an assortment of some 50 power tool 
blades. This is necessary, Dave Crow points out, 
because power tool manufacturers have not stand- 
ardized their arbors. If that were done, the dealer 
would not have to carry such a large investment 
in saws. As it is, 50 varieties of saw blades are 
about the least a dealer can have and still ex- 
pect to serve most of his customers. 

THE SPORTING GOODS DEPARTMENT car- 
ries mostly hunting and fishing merchandise. The 
owners limit themselves to this because these are 
the activities in which they are personally inter- 
ested and can best advise their customers. 

“We make it a policy to sell customers what we 
know they need for a particular sport, not just 
what will bring us the largest sale,” Bill Crow 
explains. “For instance, a man came in who had 
sold himself by reading promotional literature, 
on a certain very expensive high powered rifle. We 
found out what kind of hunting he was going to 
do, which showed us that an even more practical 
gun for him would be a standard 30-06. We ex- 
plained why this was so, and pointed out how 
much money this would save him. He was nat- 
urally pleased to be able to equip himself less ex- 
pensively.” 
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ISATELUT:200 


puts over 200 of the 
fastest selling hand tools right at 
your customers finger tips 





easy to see 
easy to try + easy to use 


No other self-selling tool merchandiser can com- 
pare with the Satellite 200. This unit has nine 
vinyl-clad aluminum panels arranged into three 
3-sided pylons. Each pylon turns easily permit- 
ting three or more customers to shop at one time. 


featuring: 


@ All new tool groupings. 
® Unique, modern design. 
@ All tools are pre-priced. 


@ Color harmonized to : 
enhance the appearance 
of your store. 


®@ Requires only 33” of space 
5’ high. 
@ Easy to clean and maintain. 


3 customers can conveniently shop 
at one time without crowding or 
getting in each others way. 





TOOL COMPANY 





PORTLAND 22, OREGON 
Warehouse « Schiller Park, Ill. 
in Canada, Box 366, London, Ontario 


Subsidiary 
Pendleton Tool 
industries, Inc. 





Do floor nails 
rip into your 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


For rugged 

rental trade. 

Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”...no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 
on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. - 


) i ()|t9 MANUFACTURING CO. 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. K-4 
669 - 20th $t., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


) 

Please send me folders describing Holt rental machines. 

OO 
Fir 


CO 


“For Details Circle 27 on INQUIRY CARD 
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GENSCO, 


Adjustable 
Tension Stud 
No pins to lose. 


ele), 
saws 


GIVE YOU 


PROFABILITY % 


Gensco Bushman bow saws are the fast, easy 
cutting saws with genuine Swedish steel blades 
that everyone wants. Home owners, farmers 
campers use these famous saws for cutting fire 
wood, pulpwood, fenceposts, pruning and general 
lela. 
The Gensco line sells faster and offers you more 
profit potential. And it has more exclusive pat 
ented features, too. Series 300 has an exclusive 
adjustable one-piece tension stud that simplifies 
blade changing, eliminates loss af pins, and 
maintains constant blade tension 
Order your supply of Gensco Bushman bow saws 
i o]sam e)0 1am [o] 0) 01-1m coler-h\B 
Other Products include: Swedish Wood Chisels 
a Full line of Builders’ and Shelf Hardware, Stove 
sto) hea Tale Mm alelelemelolg-\5-e 
% Profability—that quality in Gensco Tools that 
makes them sell easily, satisfy customers, main 
tain a full profit margin 

to) 
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Division of General Steel Warehouse 


1808 N. Kostner Avenue + Chicago 39, Illinois 
For Details Circle 28 on INQUIRY CARD 
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New Name For Idaho Firm 


WALLACE, Idaho—The pioneer 
hardware firm announced a change in 
name recently. The Coeur d’Alene 
Hardware and Foundry Company, 
which has been established for over 
75 years, will now be known as The 
Coeur d’Alenes Company. Robert B. 
Austin, general manager of the firm, 
stated that no changes other than 
the name will take place. 

Business will be carried on from 
the same store, foundry, machine shop 
and warehouse locations in Wallace, 
Austin announced. The name is being 
changed “to unshackle the limitations 
implied by the name Coeur d’Alene 
Hardware & Foundry Company,” 
Austin said. Marketing is being ex- 
panded with an active program of 
sales representation outside Shoshone 
county and the state of Idaho. 

The company dates back to 1844, 
when the firm was established in the 
gold rush town of Murray as the 
George R. Marks Company. The Wal- 
lace store was opened in 1884. 


Yamada Joins City Mill 


E. Yamada David Ai 


HONOLULU—E. Yamada has been 
named buyer for retail housewares 
department at City Mill. David C. Ai, 
vice president of City Mill made the 
announcement during the Western 
States Hardware-Housewares Show 
in San Francisco last February. 

Ai and Yamada flew to San Fran- 
cisco from Honolulu to attend the 
show. The above picture was taken 
at the show. 

City Mill has been in wholesale- 
retail hardware business over 50 
years. The firm was founded by its 
present president, Chung Kun Ai, as 
a lumber and rice mill. Since 1942 
the firm has been solely in lumber 
and hardware. 
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YALE HOLDS 


~ 


NEW LOCKS AND HARDWARE were presented at recent sales meeting in 
San Francisco. James D. Young (seated, center), general sales manager for 
Yale & Towne Manufacturing Company’s Yale Lock and Hardware Div. pre- 
sided, flanked by John B. Dowling (left), mgr. of shelf goods and Thomas A. 
Morris, mgr. of contract hardware. Standing (I. to r.): Bill McGreevy, San 
Francisco regional mgr.; George Dresser, Seattle, contract hardware; Joseph 
Gill, Portland, salesman, and Vernon Lewis, S. F. Contract hardware. 


ATKINS OPENS NEW SALES AND WAREHOUSE IN NO. CALIF. 


a 
a a 


SALES OFFICES and warehouse stock are housed in new building of Atkins 
Saw division of Borg-Warner Corp. at San Francisco. The new facilities are 
located at 317 Corey Way, South San Francisco. Robert L. Rabe is office man- 
ager with Herbert G. White and J. Frank Davis sales engineers for Northern 
California. 
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Hart Elevated at Master Metal 


Kenneth L. Hart, formerly vice 
president of Master Metal Products, 
Inc., Buffalo, N. Y., has been elected 
to the new office of vice president in 
charge of marketing. Hart has been 
connected with Master Metal since 
its inception 35 years ago. He is well- 
known to the housewares trade. He 
helped form the National House- 
wares Shows and the original Na- 
tional Housewares Manufacturers’ As- 
sociation. Last year he was elected 
a director of the Premium Advertisers 
Association of America. 


Xcelite Appoints Holmes 


Arlie J. Holmes has been appointed 
to the new post of distributor sales 
manager of Xcelite, Inc., Orchard 
Park, N. Y. Holmes has been assis- 
tant sales manager since 1958. He will 
direct field sales contacts with Xcel- 
ite’s distributors which number more 
than 2400. 


LOS ANGELES BUILDERS HARDWARE CLASS DRAWS 


MORE THAN 60 PERSONS enrolled in the Builders Hardware Class spon- 
sored by the So. Calif. Builders Hardware Club. The group started in January 
and have been attending class each Monday at the cafeteria in the Union Hard- 
ware Building in Los Angeles. Each week a different member of the Archi- 
tectural Hardware Consultants conducts the class. 


Northern Wholesale Holds 
Successful Dealer Show 


The 38th annual convention and 
show of Northern Wholesale Hard- 
ware Company of Portland was 
termed an outstanding success by all 
who attended. The three-day affair 
ran from February 21-23. The theme 
of the event was “Out of this World.” 
Decorations carried out this theme 
with four-foot rockets in fluorescent 
red color mounted in launching posi- 
tion on posts. Orbits, sputniks and 
stars were suspended from the ceil- 
ing. Factory representatives wore 
space hats with flashing lights on top. 

Over 1000 dealers, their wives and 
key store personnel traveled from 
Alaska, Washington, Oregon and 
Idaho to attend the annual affair. 


ge 


ROCKETS AND SPUTNIKS tell theme of convention and 
show—“Out of this World.” Note lights on hats. 
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Several meetings and clinics were de- 
voted to important subjects relating 
to hardware retailing today. Speakers 
included D. Jacobsen, who discussed 
the stores’ accounting service. G. Ron- 
ald spoke on stock control and Ed 
Ward told of the Home Town Hard- 
ware advertising and sales promotion 
programs. 

A new dealer service which was in- 
troduced a short time ago was seen 
in action. Yellow and brown Home 
Town Hardware store coats are pro- 
vided for dealers who request the ser- 
vice. Coats were borrowed for the 
convention and the representatives 
wore them while attending their dis- 
play booths. 


dise. 


Sporting Goods Show 
Held by Strevell-Paterson 


SALT LAKE CITY—Strevell-Pat- 
erson Hardware Co. held their annual 
Dealer Sporting Goods Show on April 
9, 10 and 11 at their showroom, 1401 
South 6th West, here. 

More than 150 dealers from the 
Intermountain area were expected to 
attend to see the latest in sporting 
goods and athletic equipment. Ap- 
proximately 50 factory representa- 
tives were on hand to introduce new 
products in their sectioned booths. 

Department managers in charge of 
the event were Boyd Nelson, sporting 
goods buyer, and Herman A. Scholer, 
athletic equipment buyer. 


& 


DEALERS, WIVES AND GUESTS numbered over 1000. 
Factory reps in store coats were busy showing merchan- 
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Big Parade of 
JUMBO VALUES. 


Special! 
5-PC. HANGING 
TOOL ENSEMBLE 


Solid brass frame with smart 
black hanging poker 
and brush. 


only "ee | 





DELUXE WAGON 
with Rollaway 
\)\, Hood and 


for NEW CATALOGS 
WILSHIRE mec. co. 


4865 San Fernando Rd. West « Los Angeles 39, Calif, 
For [ Details Circle 29 on INQUIRY CARD 








MAK A-KEY 


PACKAGED 


MAK-A-PIN 
12-in. lengths of 


ROUND steel bars 


IF YOU STOCK 7 
aS) 0 


YOU should 
stock the 


DIRECT- 

TO-DEALER 

GOLDBLATT 
LINE! 


Take this check-list test! If 
you can identify 7 or more 
of these tools as items you 
carry in your regular stock— 
then your store is a tool 
center for professional men 
in the building field! And 
such Dealers must stock and 
sell Goldblatt Tools, the 
preferred trowel-trades line 
since 1885. If you do not 
get the Goldblatt Dealer 
Catalog, write for your Free 
copy today! We'll send it 
out at once! 


MACHINE 
KEY STOCK 


OVER 
60 SIZES 
AVAILABLE 


The keys that changed buyers’ 
habits—12-inch lengths of cold fin- 
ished steel, zinc-coated. Made .000"" 
to + .003" oversize; rust-proof; just 
cut, file and fit. Reduce storage 
and handling costs. Proven in hun- 
dreds of applications throughout 
the world. Over 60 sizes stocked. 


It's new, it's versa- 
tile—hundreds of 
uses for repairs or 
replacement — by 
die makers, me- 
chanics, machine 
shops, farmers, do- 
it-yourselfers. Mak- 
A-Pin rounds are 
copper-coated; can 
be riveted, will cold 
bend; are easy to 
weld, easy to cut. 
Handy display pack 
contains 10, 12-in. 
bars in 7 sizes: '/4" 
to '/,"". Size marked 
on each bar. 


IN CERTAIN AREAS, 


Reith Now 


SELLS THROUGH 
KEY JOBBERS! 


We have appointed stock- 
carrying swift-servicing Job- 


DEVAN-JOHNSON COMPANY 








514 Rathbone Ave., Aurora, Ill. 
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Slaymaker offers 
FREE RACK 


% 

# 
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to Be fr in & 
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i 
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¢ 


See-Packed Locks Outsell Others as Much as 5 to 1 


* 
locks on pegboard, counter or bin, you'll enjoy the te 


extra profit you make with Slaymaker padlocks in 
% the dramatic See-Pack. Ask your jobber, or write ... y 
SLAYMAKER LOCK CO. e LANCASTER, PA. 


% World's Largest Producer of Brass Padlocks 
Flips Nieman alll: aR BE 
For Details Circle 31 on INQUIRY CARD 
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g Whether you use the free wire rack or display the 


bers on both coasts. Other 
Jobber appointments are 
pending. Write for the name 
of the Jobber nearest to 
your store. 


JOBBERS: Write us if you 
are interested in the Gold- 
blatt Tool line for your area. 


W 
WJoldblatt) toot company 


1942 WALNUT STREET 
KANSAS CITY 41, MO. 
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Deiuxe 


POWER SLIDE 


Measuring Tape with 
“Slide Control” action* 


- 


*Hold finger tip 
on slide for full 
retraction. 


*Release finger 
tip to stop retrac- 
tion at any point. 


The only “Slide Control” tape on the market! 
Red and black ft. and in. markings, white 
faced; inside and outside measuring clip; 
available in 6’, 8’, 10’, 12’ lengths, %” blade. 


Deluxe 


LEATHERETTE CASE 


Precision Measuring Tapes 


50 and 100 ft. lengths, 3/8” blade, red & 
black ft. and in. markings, engineer’s hook. 


all-purpose scraping and cut- 
ting tool for every home 


SAFETY 
HAND SCRAPER 


Single, extra long cutting edge. With 3 blades. 


Order the complete Atlantic line of 
Deluxe, Standard and Thin Tapes (more 
than 20 models and sizes) from your 
Local Hardware Distributor, or write for 
new low price lists to: 


ATLANTIC 


INDUSTRIAL CORPORATION 
"91-97 W. Runyon St. « Newark 8, N.J. © Bigelow 3-5000 
Atlantic products also available in Canada 

For Details Circle 33 on INQUIRY CARD 


54 





Club 
Aluminum 
Names Dist. 
Sales Mgr. 


Ted 
Lake 


SAN FRANCISCO — Club Alumi- 
num Products Company announced 
that Ted Lake is joining their organi- 
zation as district sales manager. He 
will headquarter in San Francisco. 
His district includes Northern Cali- 
fornia, Nevada and Utah. Lake will 
report to Western sales manager Lee 
Berberich. 

Lake will have responsibility for 
sales of Club Aluminum’s cookware 
lines and the glass giftware products 
of the Inland Glass division. 


Westinghouse Stockholders To 
Meet In San Francisco 


SAN FRANCISCO—The 74th an- 
nual meeting of Westinghouse Elec- 
tric Corporation stockholders will be 
held April 6 at the California Masonic 
Memorial Temple here. The announce- 
ment came from president Mark W. 
Cresap, Jr. He said the decision to 
meet this year in San Francisco re- 
flects the growing number of stock- 
holders in the West and the increas- 
ing importance of the company’s busi- 
ness in this area. 

Gwilyn A. Price, chairman of the 
board of directors, will preside at the 
meeting. This is the second time 
that the West Coast has been chosen 
as the site of the annual meeting. 
In 1954 the meeting was held at Sun- 
nyvale, Calif. At that time there were 
7500 stockholders in California. The 
present number of California stock- 
holders is 11,000, and own more than 
1,700,000 shares in the company. 


L.A. Hardware Club Meets 


LOS ANGELES — Builders Hard- 
ware Club of Southern California held 
their March meeting at Rodger Young 
Auditorium here March 16. Special 
speaker for the evening was William 
G. Simon who is a special agent of 
the Federal Bureau of Investigation. 

Discussion was heard during the 
meeting concerning an increase in 
dues to permit the club to undertake 
bigger and better things for its mem- 
bers. An announcement regarding the 
change in dues will be issued in the 
near future. 


Club Aluminum Promotes Berg 


Arthur Berg has been named as- 
sistant sales manager for Club Alu- 
minum Products Company’s Premium 
division. Berg was formerly district 


| sales manager in Cincinnati, Ohio. 


New Marketing Division of 


Outboard Marine Corp. 


Frank S. 
Fenton, 
Sales Mgr. 
of New 
Division 


John Ray 
Litchfield, Smith, 
Sales Mgr. Sales Mgr. 

Lawn & Garden Pioneer 
Equipment Saws 


A new unit, Outboard Marine En- 
gine and Equipment division, has been 
formed recently by Outboard Marine 
Corporation, Waukegan, Ill. This is 
the second new division to be created 
by the firm since January 1. 

The new organization will consoli- 
date the sales, promotion and service 
activities of the corporation’s three 
lawn, garden and farm equipment 
units. In addition, it will handle the 
marketing of two- and four-cycle gas- 
oline engines of wide power range to 
original equipment manufacturers. 

Frank S. Fenton, division manager 
of Pioneer Saws division and presi- 
dent of the Midland Company, has 
been appointed division manager of 
the new division. Fenton will direct 
the activities of ali sales units in the 
division. 

Lawn and garden sales of the divi- 
sion will be handled by John Litch- 
field. He is now sales manager for 
Lawn-Boy. 

Ray Smith will continue as sales 
manager for Pioneer Saws in the new 
division. 

Sales to original equipment manu- 
facturers will be directed by Robert 
E. Schuler. He is presently director of 
sales and advertising for Pioneer and 
Midland. 

Better service to both dealers and 
customers is part of the reason for 
the creation of the division. In addi- 
tion, consolidation of the sales and 
service staffs and the centralization of 
parts and service management will 
permit close liaison with the field 
force, the company stated. 
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Marshallan 
Names 

New Western 
Regional 
Manager 


R. L. Davis | ® 
f 


SAN FRANCISCO — R. L. Davis, 
who has been operating the manufac- 
turers representative firm of R. L. 
Davis Co. here, has been appointed 
Western regional sales coordinator of 
the Marshallan Mfg. Co. of Gnaden- 
hutten, Ohio. 

Davis was literally born in the hard- 
ware business as his parents oper- 
ated Charles E. Davis Hardware on 
Polk Street here. In 1947 he was the 
assistant promotion manager for the 
Western Merchandise Mart. Three 
years later he became assistant house- 
wares buyer for Hale Bros. In 1951 
he returned to manage his late 
father’s hardware store. In 1954 he 


io —_ » 
formed the R. L. Davis Co. as a | 
wholesale organization and in 1957 | hoosts your chain profits . 
changed it to a manufacturers repre- 

sentative firm. 

He will direct the Western sales Taylor Chain’s consistent quality assures complete customer 
program for Marshallan Mfg. Co. in satisfaction—leads to the sale of other Taylor products. Dealers’ 
addition to representing other manu- and wholesalers’ reorders and comments bear this out. National 
facturers such as Ideal Wire Works advertising . .. new packaging in polyethylene bags . . . Taylor's 
Inc., Seymorour Div. of Seymour Tool new Bulletin 59, a complete chain “sample” book .. . many other 
& Engineering, Armand Mfg. Inc., outstanding sales helps are additional factors that assure faster 


Dura-Craft Redwood Mfg. Co., Inc., turnover. Switch to Taylor Chain the next time you reorder. 
Gibralter Household Products and the 


Marshallan Products for No. Calif. 


FAST TURNOVER 


Trade Shows Ltd. Gets 
Denver, Phoenix Gift Shows 


LOS ANGELES—Operation of the 
Denver Gift & Jewelry Show and the 
Phoenix Gift & Jewelry Show has 
been assumed by Trade Shows Ltd., 
it was announced by the trade show 
management firm headquartered in 
Los Angeles. 

Allied Exhibitors, Inc., which will 
continue to operate the Dallas Gift & 
Jewelry Show, formerly conducted 
these two events. 

“We look upon this transfer as an 


intriguing opportunity to be of ser- TM PROOF COlL—self- | TM BBB CHAIN—self- | TM MACHINE CHAIN 
vice to buyers and manufacturers in colored or hot-galvan- colored or hot-galvan- — straight or twist link, 


. ized finish, Packed in ized finish. Packed in Bright finish. Packed in 
a_ broader geographical field,” ob- rugged metal Tay-Pails. rugged metal Tay-Pails, distinctive cartons, 

served George L. Pascoe, president of 
Trade Shows Ltd. “We shall do our 
best to maintain the high standards 


set over the years by our good friends 


Wes Johnson and Mildred Dalton of a y 
Allied Exhibitors.” y °o r TM CHAIN SALESMAKER holds an as- 


The next Denver show is scheduled sortment of welded and weidleas chain, 
for September 18-21, to be followed meat =m epee y mass dis- 
by the Phoenix showing September ade Gavatceuasieainmae = 
25-27. Trade Shows Ltd. also operates . - 
the California Gift Show, California 00 fOat JORREE ot ae 


Curtain & Drapery Show, California Cc a Al wi SINCE §.G. TAYLOR CHAIN CO., INC. 

Children’s Fashion Market Week and Hammond, Indiana 

Los Angeles Intimate Apparel Show. WEST COAST OFFICE AND WAREHOUSE, 2343 Saybrook Ave., Los Angeles 22, California 
For Details Circle 35 on INQUIRY CARD 
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Billings Hardware 
Holds Dealer Meetings 


BILLINGS, Montana—The Billings 
Hardware Co., hardware wholesalers, 
here, recently conducted seven deal- 
ers’ meetings in Montana and Wyo- 
ming. Ralph Johnson, V.P. and gen- 
eral manager, presented the Liberty 
Distributors’ version of the Turn-Over 
Program as sponsored by the Na- 
tional Retail Hardware Association. 
About 25 dealers were signed up to 
start to merchandise their stores ac- 
cording to this program. 

Meetings were held in Miles City, 
Billings, Bozeman, Helena and Great 
Falls, Montana and Sheridan, Wyo- 
ming. 


Roper Promotes Foster 


W. J. Foster has been appointed 
vice president and director of sales 
for the Geo. D. Roper Corporation, 
Kankakee, Ill. Foster has been as- 
sociated with Roper for over 30-years. 

Prior to his recent appointment, 
Foster served as vice president in 
charge of the company’s Eastern di- 
vision. 


Wyoming Hardware to Hold 
Dealer Clinics 


CASPER, Wyoming — Wyoming 
Hardware Co., wholesaler, here, in co- 
operation with factory representa- 
tives from the three divisions of Stan- 
ley, held a series of clinics. The new- 
est developments in Stanley hard- 
ware, tools and electric tools will be 
presented to these dealers which 
started with the session in Cheyenne, 
Wyo., on March 28. One night stands 
followed in Torrington, Gillette, 
Sheridan and Casper. Buffet snacks 
were served following fast-moving 
presentation of “what’s new with 
Stanley.” 


Coast-to-Coast Stores 
Hold 30th Meet 


Coast-to-Coast Stores held 
30th annual meeting recently in 
Minneapolis, Minn. Report of sales 
for the 850 stores in 20-Western and 
Midwestern states reached a record 
high of about $65 million in 1959, 
according to Arthur C. Melamed, 
president of the store group. 

The four-day meeting was high- 
lighted with Melamed’s talk on the 
subject, “Faith in the Future.” 


their 


Builders Hardware Conference 
Set for Portiand in May 


PORTLAND—The 15th Annual Pa- 
cific Coast Regional Builders Hard- 
ware Conference will be held at the 
Portland Sheraton Hotel here, May 
15-17. The Oregon Builders Hardware 
Club will host the joint conference of 
National Builders Hardware Associa- 
tion and the American Society of 
Architectural Hardware Consultants. 
General chairman is Jim Tice of Tice 
Hardware Co., Portland. 

The 1960 NBHA-ASAHC conven- 
tion will open on Sunday, May 15, in 
Lloyd Center of the new Hotel Shera- 
ton. The theme of the convention 
will be: “What’s Ahead in the 60’s 
for Us.” The three principal speakers 
will be Dr. George Cline Smith, vice 
president and research economist for 
F. W. Dodge Corporation. His topic 
is “Economie Future of the Building 
Industry for the 60’s.” Jim Cawdrey 
of Cawdrey & Vemo Construction 
Company, Seattle, will speak on 
“What’s Ahead in the Construction 
Industry for the 60’s.” Chairman of 
the board at Washington Steel Prod- 
ucts Company, Inc., Tacoma, C. M. 
Johnson, will talk on “The Effect of 
Foreign Imports in the Building In- 
dustry.” 


WEST COAST HARDWARE-HOUSEWARES SHOW DRAWS LARGE CROWD 


The West Coast Hardware-Housewares Show in Los 
Angeles brought large crowds of hardware dealers for the 


three-day run from February 21-23. 


The show was sponsored by the Pacific Southwest Re- 


Exhibit Center. 


tail Hardware Association and held in the Great Western 


Fourteen cameras were given to lucky retailers who 


were able to locate their registration numbers. 


Dealers watch W. F. Burch “TV Westerners” who hire Wagner Mfg. Co. reps show 14 Rolex cameras given away 


drill holes in concrete dem- out for fast draw demonstra- 
onstrating anchoring devices. tions at hardware stores. 


Clown Jack-in Box stopped Bill Viery (r.) shows dealer 
everyone at Hamilton Cosco and family new display for 
galvanized ware. 


Booth. 
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electric barbecue. 


modern design cookware during show get once over 
compared to antique models. by PSW Hardware officials. 


Hot dog sections are munched Artificial dog sits patiently 
by dealers at booth showing all day during hair clipper 


demonstration. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


April 24-22. SALES PROMOTION DIVISION MID-YEAR CONVEN- COMPLETE LINE 
TION, National Retail Merchants Association, Paradise 
Inn, Phoenix, Ariz. (NRMA, Stephen K. Small, 100 West 


31st St., New York 1, N. Y.) BEST PACKAGING 
PACIFIC BUILDERS HARDWARE CONFERENCE OF 
NBHA & ASAHC, Hotel Sheraton, Portland. (Sponsored MOST FFFECTIVE 


by Builders Hardware Club of Oregon and American So- 
ciety of Hardware Consultants, Jim Tice, Tice Hardware SALES HELPS 
Mfg. Co., 5118 S. W. Beaverton, Portland, Ore.) 


SOUTHWESTERN TOY SHOW, Dallas Trade Mart, 
2100 Stemmons Freeway, Dallas, Texas. (Sponsored by 
Dallas Trade Mart and Southwestern Toy & Hobby Asso- 
ciation, 2100 Stemmons Freeway, Dallas, Texas.) 


WESTERN TOY, JUVENILE AND WHEEL GOODS 
MARKET, Western Merchandise Mart, San Francisco. 
(Henry Adams, Merchandise Mart, 1335 Market, San — Bas ws PR —— 
Francisco.) bodies. sie pleted with teket cade: 
plated steel nuts assem- Sturdy ‘‘Alu- 
hooks & eyes. bied. maloy’'bodies. 


12-18 ARCHITECTURAL HARDWARE INSTITUTE, Ohio 
State University, Columbus, Ohio. (Sponsored by Ameri- ity, 
can Society of Architectural Hardware Consultants, 
George Merrill, coordinator, 220 E Street, Santa Rosa, 
Calif.) 


CHICAGO INTERNATIONAL TRADE FAIR, Navy Pier 
Exhibition Hall, Chicago, Ill. (Richard Revnes, Managing SCREW HOOKS GATE HOOKS EYE BOLTS 
Director, 30 West Monroe St., Chicago 3.) celine inne eee ey Aypery 
Available in full range of turned eye. 
steel or brass. sizes. Zinc plated. 
ASSOCIATED POT & KETTLE CLUBS OF AMERICA = 
CONVENTION, Hoberg’s Resort, Clear Lake, Calif. © 


(Merle Smith, Western Merchandise Mart, 1355 Market . 
St., San Francisco, Calif.) | 


SCREW EYES $ & 8 HOOKS U-BOLTS 

11-15 NATIONAL HOUSEWARES SHOW, Atlantic City Au- Chetes A. Sect S-hoshe. Bright zinc 
ditorium, Atlantic City, N. J. (National Housewares or smal eves. S hooks. zine fan y Sy 

Manufacturers Association, Dolph Zapfel, 1130 Merchan- oii ae — 


dise Mart, Chicago, III.) 


LOS ANGELES SUMMER MARKET, Home Furnish- 
ings Mart, Los Angeles, Calif. (Eddy S. Feldman, Home CUP HOOKS SCREW HOOKS 
Furnishings Mart, 712 S. Olive St., Los Angeles, Calif.) SHOULDER HOOKS Square bend. psy 


Brass with firm Available in 


base.Allsizes. steelorbrass. HAMMOCK HOOKS 


5lst CALIFORNIA GIFT SHOW, Ambassador & Bilt- 
more Hotels, Merchandise Mart, and Brack Shops Build- National advertising ...modern unit 
ings, Los Angeles, Calif. (Trade Shows Ltd., 3510 Council packaging . . . and sales-clinching mer- 
St., Los Angeles 4, Calif.) chandising displays speed your sales 
of Turnbuckles, bright-wire goods and 
self-locking perforated board fixtures. 
One-source line .. . combination ship- 
WESTERN SUMMER MARKET, Merchandise Mart, oer —_ centrally located ware- 

° P ie ouses...faster service ... lower 
San Francisco, Calif. (Henry Adams, 1355 Market St.., overall costs. Call your jobber or write 
San Francisco, Calif.) today for new catalog. 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service ed 
Bureau. “ONE GOOD TURN (BUCKLE) DESERVES ANOTHER” 
BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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Allenson 
Joins 
Oxwall 


Milton 
Allenson 


Oxwall Tool Co., Ltd., recently an- 
nounced the appointment of Milton 
Allenson to the newly-created post of 
national sales supervisor. Max J. 
Blum, president of the tool firm made 
the announcement. 

Allenson was formerly advertis- 
ing and sales promotion manager at 
Osrow Products, a housewares manu- 
facturer. 
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Drapery Hardware Opens 
New Div. 


MONROVIA, Calif.—Drapery Hard- 
ware Mfg. Co. has recently announced 
the opening of a new division called 
Custom Division. The manager of the 
division is Harry Lowitz. He was 
previously with Van Waters & Rog- 
ers, Inc., as manager of the Drapery 
Hardware division. The Custom divi- 
sion was created to serve the growing 
market for cut to measure drapery 
hardware. 


New S. M. for Remington Shaver 


Robert D. Short has been appointed 
national sales manager of Remington 
Electric Shaver division of Sperry 
Rand. Short was formerly Eastern 
divisional sales manager. At the same 
time it was announced that Leonard 
E. Evans has been named assistant 
national sales manager. 
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GLEASON WHEELS 


use today. 


numbers. 


for replacement 
fr do-it-yoursel 


NARROW HUB WHEELS 
FIT MORE APPLICATIONS ... 
MEAN MORE SALES AND PROFITS 


Gleason norrow Hub Wheels, 
Gleason Hub Stretcher springs and reducer 
bushings, let you fit virtually all of the more than ete. 
40 hub widths found on wheeled equipment in 
A minimum inventory gives you fast 
turnover and eliminates carrying slow moving 
Order from your wholesaler. 


Hamilton Cosco Appoints 
Clower to So. Calif. Territory 


LOS ANGELES — Dudley Clower 
will represent Hamilton Cosco, Inc., 
in Southern California, it was an- 
nounced recently by Arthur F. Kim- 
berley, sales manager of the com- 
pany’s Household division. 

Clower has been with the Columbus, 
Ind., firm seven years. He was for- 
merly sales representative for the 
company in Kansas City. 


Central Chemical Names Troxel 


Robert B. Troxel has been appointed 
sales manager for the home and 
garden division of Central Chemical 
Corporation, Hagerstown, Md. Troxel 
has been in fertilizer-chemical sales 
for a number of years. Previously he 
served as botanist for the Pennsyl- 
vania. 
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together with 


ask for GLEASON on your wheeled equipment 


[| GLEASON corp., 250 N. ne $t., Mitwaukes a, Wis. : 
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WATERSPIKE 


(Model 553) 
2-Way Sprinkler-Irrigator 


Overhead spray in exact square 
patterns 2’ x 2’ to 35’ x 35’. 
surface irrigation gets water 
down to roots of trees, shrubs, 
Foot piece for easy inser- 
tion into ground. Long exten- 
sion tube provides height for 
watering over obstructions. 


PROEN PRODUCTS CO. 


Sub- 


9th & Grayson Streets 
Berkeley, 








te for Free 
iGhiciaehitia= 


SCREW ANCHORS and JACK NUTS 
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. MOLLY CORP 
~~ Reading, Pa. 
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Baker & Hamilton Appoints Two 


Junius I. Alrick James M. Nore 
Ass’t Sales Mgr. Hardware Mer. 


SAN FRANCISCO — Appointment 
of Junius I. Alrick as assistant sales 
manager has been announced by 
Wakefield Baker, president of Baker 
& Hamilton, here. At the same time it 
was announced that James M. Nore 
has been appointed manager of the 
hardware department for the whole- 
sale firm. 

Alrick was formerly with Marshall 
Wells Company. He has more than 
28-years in sales with that firm. The 
past five years he spent in Portland, 
Ore., as sales manager for the Mar- 
shall Wells Stores division and as 
general sales manager. 

Nore joins Baker & Hamilton from 
Shapleigh, St. Louis, Mo. He was 
buyer and salesman of hardware for 
that firm over 25 years. His most re- 
cent position was manager of the tool 
department. Nore will be buying for 
the hardware and heavy hardware 
departments at Baker & Hamilton. 


TWO REPS BUY FIRM 


TWO SAN FRANCISCO REPRE- 
SENTATIVES, Gordon Andrews and 
Jim Simmers have recently purchased 
the D. Sanford Company representa- 
tive business. They have organized 
Simmers & Andrews dba Sanford 
Sales Co. The showrooms of the com- 
pany will continue to be located in 
the Western Merchandise Mart, 1355 
Market St. Firm covers Northern 
California, Nevada, Colorado, Wyo- 
ming, Utah and Hawaii. They carry 
lines of homewares and electrical 
housewares items. 


APRIL 1960 


ULLAL 


Ask Your Jobber About 


KRYLON'S BIG DEALER 
SPRING BONUS OFFER 


® 


SPRAY PAINT 


The Brand with Demand 
Coast to Coast 


KRYLON, INC. 


YANNI VRC 
For Details Circle 34 on INQUIRY CARD 


Get profitable share 
of market for 
natural wood finishes 


Both professionals and do-it-yourselfers are dis- 
covering anew the beauty and charm of wood, 
creating a growing demand for the exceptionally 
tough, yet satiny smooth finish Flecto gives on 
counters, doors, paneling, garden and indoor fur- 
niture ... dozens of other uses. 


© Sunset ads pre-sell your customers @ Color- 
ful label suggests uses, gives instructions @ 
Demonstration panel (8” x 16”) shows beauty 
of Flecto 600 and 601 © Helpful literature for 
handouts and direct mail—all help you sell. 


Sold by 2000 Western dealers. Low inventory re- 
quirement and fast turnover make Flecto a real 
profit builder. Order from your distributor today, or 
write us. 


THE FLECTO CoO., INC. 
Dept. H, 805 Aliston Way, Berkeley 10, Calif. 


NORRISTOWN, PA. 
l 


STOCK THESE 


2 


FAST-MOVING ITEMS 
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IN MEMORIAM 





ELDEN D. MARTIN 


Elden D. Martin, director and re- 
tired president of The Hooven & Alli- 
son Company, Xenia, Ohio, died No- 
vember 25, 1959. Martin’s entire 53- 
year business career was spent in the 
cordage industry. He started work 
for Hooven & Allison in 1905. In 
1936 he was elected general manager 
of the plant and became president in 
1956. After his retirement he con- 
tinued as a member of the board of 
directors. 


CHESTER A. PALMTAG 


Chester A. Palmtag, 67, an associ- 
ate of the E. R. Palmtag Co., a man- 
ufacturers’ representative firm of Los 
Angeles, died February 28. 

Chester started with Baker and 
Hamilton in San Francisco when he 
was 18 years of age. He worked in 
both wholesale and retail operations 
until 1946 when he joined the manu- 
facturers’ representative firm started 
by his brother. 

He leaves his widow, his twin 
brother, Jack, and another brother, 
L. C. Palmtag, who recently retired 
from the same manufacturers’ repre- 
sentative firm. 





THERE IS NO OTHER 


DOOR CLOSER LIKE THIS 




















IT 1S FILLED WITH 
HYDRAULIC FLUID... 
not air! Sealed for a lifetime. 


NEVER A BOUNCE... 
NO HEEL CATCHING... 
always a gliding close. 


MORE POWER 
AGAINST THE WIND... 
No slam! No bang! 
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POSITIVE DOUBLE 
LATCHING POWER... 
Pulls door tight! 


NEVER RE 
ADJUSTME 
anywhere, anytime. 


HEAVIER ROD 
FASTENS TO DOOR... 
better pulling power 


UIRES 
i ee 























ALL STEEL HEAVY 
DUTY PARTS... 
with Baked Enamel Finish. 


SAME CLOSING ACTION YEAR GUARANTEE 
AS IN COMMERCIAL. . 
Expensive closers. 


CALLBACK INSURANCE.. 


Model 15 Specially designed 


FOR JALOUSIE AND 
HOLLYWOOD DOORS 


.retail $595 e 


1%” to 134” thick 


NEW! 


GLIDRAULIC MODEL 20 
designed for interior doors in 
offices, homes, schools, etc. 
Similar to Model 15. 

retail $795 


Write now for catalog and specifications 


THE 


800 So. Ada Street 


Le) ba So] od Gal og oF 


Chicago 7, Illinois 


Manufacturers of Cabinet Locks, Padlocks and Glidraulic Closers 
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ELMER S. LARSON 


BILLINGS, Mont.—Elmer S. Lar- 
son, 58, died here suddenly March 15, 
of a heart attack. Larson was field 
representative for Remington Arms 
Company, Inc., Bridgeport, Conn. He 
was well known to members of the 
hardware trade and to trap and skeet 
shooters throughout the mountain 
states area. 

After graduating from high school, 
he was employed by Bitulic Contract- 
ing Ltd. of Winnipeg, Manitoba, as a 
timekeeper. He later was with Nash- 
Finch Company, Thief River Falls, 
Minn. Larson joined the Peters Car- 
tridge division of Remington Arms 
Company, Inc., as a salesman in 1937. 
He became a field representative for 
Remington in 1938. From 1956 to 
1958 Larson was assigned to power 
tool sales as an assistant district 
manager in Salt Lake City, Utah. He 
rejoined the sporting firearms and 
ammunition sales group in 1958. 

He is survived by his widow, Ann, 
and a son, Donald. 


PAUL R. PRIETSCH 


SAN FRANCISCO—Paul R. 
Prietsch, 77, died on March 9. For 
the last 33 years Prietsch has been a 
manufacturer’s representative with 
offices in the Western Merchandise 
Mart. He represented major appli- 
ance lines, housewares, hardware, etc. 

Prietsch was a native of Cincinnati, 
Ohio. He came here in the early 
twenties and became a Westinghouse 
salesman in the lamp division for 
about 10 years. Following this he be- 
came manager of the General Electric 
refrigeration sales in Seattle for 
about two years. He then returned 
to San Francisco where he was a 
sales representative for Proctor Elec- 
tric for about three years before 
starting his own representative firm. 

He leaves his widow; daughter, 
Mrs. Madeline Shelley, and son, Paul 
R. Prietsch, Jr. 


CLARENCE W. SMITH 


TACOMA, Wash.—Clarence W. 
Smith, 64, a Tacoma hardware dealer, 
died at his home here. Smith was co- 
owner of Smith’s Hardware Co. for 
the past 15 years. Previously he was 
associated with several automobile 
dealerships and real estate firms in 
Tacoma. 

He is survived by his 
Amelia; his son, Warren. 


widow, 


MANUEL W. BORGES 


ALBANY, Calif.— Manuel W. 
Borges, 56, veteran Emeryville hard- 
ware retailer, died here recently. 
Borges was a_ past president of 
Golden Gate Merchants’ Association. 

Borges is survived by his widow, 
Irene. 
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Use Inquiry Postcard for Further Information About 


SPORTS NEW PRODUCTS 
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EXTRA LIGHTWEIGHT and low- 
cost pet bed. No wood or metal frame 
is used. “Nappy’s Napper” is filled 
with Fiberglas and covered with 
Harte’s Wataseal Vinyl.—Nappe- 
Smith Manufacturing Corp. 

For Details Circle 258 on INQUIRY CARD 


SPORT KIT (Jr. size) has football, 
basketball hoop and net plus an offi- 
cial’s whistle. All Star Sport Kit 
comes assembled with display back 
ready to sell.—Barr Rubber Products 
Company 

For Details Circle 259 on INQUIRY CARD 


OPEN TOP OR BOTTOM of Bait 
Canteen. Model E Canteen features 
hinged top and bottom door to get at 
worms, etc., which settle. Self-cooling. 
All metal is galvanized.—Oberlin Can- 
teen Company 

For Details Circle 260 on INQUIRY CARD 


APRIL 1960 


COLOR-MATCHED sets of outdoor 
appliances. Three-item sets of Kamp- 
Kold ice chests, KampKook stoves and 
KampLite lanterns. Finish is sandal- 
wood satin fleck coppertone. K-Appli- 
ances, Queen Products Div. 
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LEVEL WIND baitcasting reel has 
lightweight aluminum-flanged casting 
spool. Other features are adjustable 
Nylon anti-backlash control and non- 
slip handle knobs.—True Temper Cor- 
poration 

For Details Circle 262 on INQUIRY CARD 


FOR LARGE FAMILIES who like 
lots of room. Family Cabin Tent has 
base 10x 12 feet. Seven feet high at 
center. Top is aluminum treated to 
reflect heat. Nylon screening. — H. 
Wenzel Tent & Duct Company 

For Details Circle 267 on INQUIRY CARD 
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© FRESH OR 
SALT WATER 


CATCH 
MORE FISH 


FISH CHOOSE FOOD BY SMELL 
and National Fish Scent is universal 
appeal to game fish, manufacturer 
states. Improves effectiveness of lures. 
Can be used on live or dead bait.— 
Pacific Coast Scent Co. 
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KEEP THE MOTOR IN THE BOAT 
with Mot-O-Gard. Attaches to any out- 
board motor and boat. Prevents loss 
of motor by falling or theft. Prevents 
marring of boat transom.—Arcadia 
Manufacturing Company 
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FOUR MAY PLAY with this Mac- 
gregor badminton doubles set. In- 
cludes four rackets Nylon strung, 
two plastic shuttlecocks, one net and 
official rule book.—Draper-Maynard 
Co. 

For Details Circle 261 on INQUIRY CARD 
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Streamlined design, powerful selling | 
features, wide range of sizes and mod- | 
els, individual cartons—these are the | 


reasons why Horton Water Coolers 


are America’s fastest-moving favorite. | 


See your wholesaler, or write: | 


HORTON EQUIPMENT CO. | 


P. O. Box 2611, Houston, Texas... 
For Details Circle 43 on INQUIRY CARD 
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SPORTS MERCHANDISING-———. 


INTERNATIONAL ATTENTION was 
drawn to the marine fin_shes develop- 
ed by Gen. Ed. D. Konker for his own 
pleasure boats. The paints and var- 
nishes are now available to all boat 
men. Sea-Fast marine paints is the 
commercial name. A free self-service 
rack with 50-color cards and 50-paint 
can openers is now available to deal- 
ers.—Napko Corporation 
For Details Circle 251 on INQUIRY CARD 


FUN IN POOL OR SURF can be had 
with Surf ’N Pool Fun Board. Color- 
ful package makes good window dis- 
play. Made of unsinkable plastic. 
Nothing to inflate. Economy size is 
Swim Fun Board Jr. Suitable for the 
kids.—Aeroplastics Corp. 
For Details Circle 253 on INQUIRY CARD 


AIR RIFLE OFFER 


Over 16 million youths will be read- 
ing about two new Daisy Air Rifles 
in Dell Comic Group and Boys’ Life 
Magazine. Model 99 Target Special 
with automatic-feed and Model 97 
Saddle Gun with Ricochet Sound are 
offered in Daisy’s Spring Stock pro- 
motion package. You order from your 
jobber Promotion Package No. 00-61- 
0170 which has variety of 10 air rifles 
and get certificate good for one free 
No. 102 Cub Rifle. Dealer aids are 
included with each package. Two 
brightly colored window streamers 
and newspaper ad mat two columns 
by five inches will help you get more 
sales. Deadline for special offer pack 
is May 1. 
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what sells a 
File to Your 
customers ? 


An established brand name? 


... you'll find all of them in new 
Victor “YELLOW TANG” Files. 
Complete your stock of profit- 
making, repeat order Victor 
metal cutting products now. For 
information, contact your local 
authorized Victor Wholesaler. 


-— =, & 


HAND HACK SAW BLADES 
VICTOR Sew Works, Inc. 


HACK SAW FRAMES 
BAND SAW BLADES 

METAL CUTTING PRODUCTS HOLE 8a! 

u.Y. rues 


Middietown, 
For Details Circle 44 on INQUIRY CARD 
HARDWARE WORLD 





SPORT SHORTS 


California to Lead 
in Outboard Sales 

SAN FRANCISCO—California will 
top the nation in sales of outboard 
motors by 1961, Harold L. Bourdon, 
vice president of Outboard Marine 
Corporation, predicted recently. 

Bourdon, manager of Gale Products 
for OMC, urged dealers to “sell boat- 
ing as wholesome, safe and exciting 
family recreation.” He forecast a con- 
tinuing nation-wide boom in boating 
and sales of marine equipment. 

Basing his prediction on recently 
disclosed figures, Bourdon stated that 
Californians purchased more than 41,- 
000 outboard motors during 1959, as 
compared to 34,500 in 1958. “This was 
an increase of 19.7 per cent. At that 
rate California could conceivably 
forge ahead before the end of the 
current year,” he continued. New 
York maintained its leadership in 
1959 with sales of 46,500, which was 
an increase of only 2.8 per cent over 
the previous year. 


New Uses for Power Handle 


Sportsmen have adopted the ver- 
satile lift-off engine and control unit 
called Toro Power Handle for their 
own, according to the February 
SPORTS AFIELD magazine. In an 
article titled “Portable Power,” the 
Power Handle is shown being used in 
bailing out boats, pumping water for 
a camp shower, running a generator 
for lights and electric shaver and 
spraying insecticide around the camp 
site. 

Toro Manufacturing Corporation of 
Minneapolis, produces the Power 
Handle which is used to operate a 
variety of garden equipment. Power 
mowers, tillers, aerators, edger-trim- 
mer and other yard-care machines can 
be powered by the one engine and 
controls. 

Toro officials report that many of 
their dealers plan “tent show” demon- 
strations in order to promote the new 
uses for the Power Handle. 


SSO CREAR RS Gace! } 


= 


Oh, that? | enjoy hearing the cash 
register ring! 


APRIL 1960 


COMPARE AMES 
ROTOQ-EDGER 
with any 

other rotary 
lawn shear 


puts 
more zing in the steel... 


Turn the wheel of an Ames Roto Edger and listen to the quality shear- 
ing sound. Note the extra weight in the head for longer life and easier 
trimming. Check the exclusive shift lever on a #30 that adjusts cutting 
blade for maximum efficiency. Ames Roto Edger is reversible — can be 
used in either direction. America’s fastest selling rotary lawn shear. 


No. 30 Deluxe No. 20 Universal No. 10 Standard 


667%4% markup — full 40% profit. 


IT’S PRESOLD ... POWERFULLY SO...IN 
Better Homes & Gardens House & Garden 
Popular Gardening House Beautiful 


_  Sunce 
4 
AMES ) WHY NOT STOCK THE COMPLETE AMES LINE? 
1774 


Living 
Sunset 


: CASUAL FURNITURE 


METAL HOUSEWARES 


: GARDEN TOOLS 


SHOVELS 


O. AMES CO. PARKERSBURG, WEST VIRGINIA 
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YOU CAN FORGET 
YOUR COMPETITION 
WHEN YOU SELL 


ZTewnthte ) 


as 
... the mower line that 


CHALLENGES 
COMPARISON 


All the LawnFlite features that 
proved so popular last year 
—plus the exclusive, positive 
Syncro-Mesh Drive and 
Air-Flo Shield. 


RIDING MOWERS 


With these new LawnFlite models, you can ‘cash 
in” on the big demand for riding mowers. They're 
tops ih engineering, styling, construction 
and value. j 

; 


PUSH TYPE 
These are the famous mowers 
that established such 
phenomenal sales records 
in 1959. Each is a leader 
in its price class. 


} IT’S EASIER TO SELL THE 


Lawntiife ne 
THAN TO SELL AGAINST IT 


MODERN TOOL @& DIE CO. 


5389 West 130th St. ¢ Cleveland 11, Ohio 
For Details Circle 46 on INQUIRY CARD 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 52 
when desiring further 
about advertisement. 


information 


A 


Amerace Corp., Supplex Co. Div. 
American Steel Wool Mfg. Co., Inc. 
O. Ames Co. 


Campbell Chain Co. ........... ; 26 
Chilton Co. .... 3 28, 29 

; 21 
Colorado Fuel & Iron Corp. (1)...Front Cover 
Crescent Tool Co. 


De Van Johnson Co. 


The Flecto Co., Inc. 
Fuller Tool Co., Inc. ...... 


G 


General Steel Warehouse Co., 

Gleason Corp. 

Goldblatt Tool Co. 

John H. Graham & Co., Inc. (53).Back Cover 


Hamilton Cosco, Inc. 
Holt Manufacturing Co. 
Horton Equipment Co. 


Illinois Lock Co. 


Mathias Klein & Sons ob 
Knape & Vogt Manufacturing Co. . 
Krylon Incorporated 


Marshalltown Trowel Co. 
Robert E. Miller & Co., Inc. ......... 
Millers Falls Co. (10) 


.. Third Cover 
, 64 
Molly Corp. : bases 58 


National Screw & Mfg. Co. 
Nicholson File Co. 


Ox Fibre Brush Co., Inc. 


P. & C. Tool Co. 

Parmeco . ‘ onal 
Peters Cartridge Div., Remington Arms 
Mg car eccapadctsrtes papi > 
Plastic Woven Products, Inc. . 

Proen Products Co. 


Red Devil Tools ................Second Cov 
Remington Arms Co., Inc., Firearms Div. 
Rudiger-Lang Co. 


S-K/Lectrolite Tools (14) 
Slaymaker Lock Co. 
Southern Screw Co. 
Swan Rubber Co. 


S. G. Taylor Chain Co., Inc. ..... 
True Temper Corp. 


U 


United States Steel Products Div. U. S. 
Steel Corp. nn 


Val-A Company 
Victor Saw Works, 


Ww 
Wilshire Manufacturing Co. ....... 
Wrought Washer Manufacturing Co. 


Yancey Co. 
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Every Year... Thousands 


of Home Owners Buy PROFITS... MERCHANDISING... 
A GENUINE = CONSUMER ACCEPTANCE! 


WA NM = EY : ADVERTISED a MONTH 


Bel-4in IN SUNSET MAGAZINE! 


Che they Buying 
YOU? 


ALL EXTRUDED ALUMINUM SCREEN DOORS 
AND ALL-WEATHER CONVERTIBLE DOORS Model B-1 Screen Door 


@ COMPLETE—PRE-DRILLED—READY TO INSTALL! Retail $29.95 
@ DOUBLE REINFORCED CORNER SECTION! a Model B-2 Screen Door 
@ ADJUSTABLE HEIGHT AND WIDTH! salesm® Retail $39.95 
@ PACKAGED ONE TO A CARTON! Model B-3 Convertible 


Manufactured by: All-Weather Door 
YANCEY COMPANY, Aluminum Products Div. Retail $49.95 
Sacramento, California 


OLD ONLY THROUGH WHOLESALE JOBBERS! 


TOPS ’EM ALL IN 
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TEHR-GREEZE FABRIC CEMENT 
In Handy Self-Dispensing Plastic Squeeze Bottle 


Same high quality patching cement in a handy 
plastic squeeze bottle that eliminates messy pad- 
dies, brushes and waste. For the instant repair 
of tarpaulins, binder canvasses, canvasses, leather 
material or any item it can penetrate. Thousands 
of uses. Sold by leading jobbers and dealers 
everywhere. Comes in 2 o2., 6 oz. and 16 oz. plas- 
tic bottles. Larger sizes pack- 
ed in glass containers. Write 
for free sample, prices and 
literature. 








Comes in attractive 3- 
color counter display 
carton. (12 to a pack- 
oge). 


VAL-A COMPANY 
700 W. Root St. 
Chicago 9, Ill. 
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1959 WESTERN WHOLESALERS’ DIREC- 
TORY includes 185 wholesalers located in 68 
cities in 12 of the Western States. This 16- 
page annual directory gives valuable informa- 


2-IN-1-PACK! 





tion about general line and specialty whole- 
salers who serve the retail hardware field. 
Each listing includes executives, territory 
served, types of merchandise handled, special 
sample display rooms, specialty salesmen and 
special services offered. Price $1.00. Send 
check to HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San Francisco 
3, Calif. 
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FLEX-FOLD PADS 


16 pads. You can split package — make more sales. 


1 POUND TUBES @ SPOOL WOOL 
FLOOR PADS e@ HANDI-KITS 

SCOUR PADS @ SOAP-FILLED PADS 
Not sold direct. Order through your Wholesaler. 





HARDWARE CATALOGS 
Compiled — Prepared — Produced 
Specialists in Hardware cataloging. 
Write, phone or wire for information 
CATALOG GROUP, 420 Market 
Street, San Francisco, Calif. 


FOR SALE 
Hardware, Paint, Plumbing Supplies, 
Sheet Metal Heating Shop. Estab- 
lished since 1946. Will sell at inven- 
tory approximately $12,000.00. No 
blue sky. Building, equipment and 
fixtures can be leased. In trade cen- 
ter of Western Colorado and Eastern 
Utah. Uranium, Oil Gilsonite and Oil 
Shale. Fairmont Sheet Metal, 2140 
North 12th. Grand Junction, Colorado. 








FOR SALE 

Hometown Hardware. Established 21 
years. Good shopping area. Hard- 
ware, Paints, Housewares, Building 
Materials. Inventory about $33,000. 
Will take part payment with satisfac- 
tory security. Splendid opportunity 
for progressive management. Cele- 
brated our Golden Wedding and wish 
to retire. P.O. Box 355, Creswell, 
Oregon. 





1959 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $1.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 





Announcements in this section are inserted at the rate of tweaty 
cents per word, including address or box number, with a minimum 
charge of $5.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 


Robinson Joins Wyeth Co. 


DENVER—Ray E. Robinson has 
joined the sales force of The Wyeth 
Company, hardware wholesalers, St. 
Joseph, Mo. Robinson was formerly 
with the local wholesale firm of 
Hassco, Inc. He covered the Denver 
area for the past 20 years. Robinson 
will continue in the Denver territory 
for Wyeth. 





Shelby Names Western Rep 


REDWOOD CITY, Calif.—Glenn B. 
White & Associates has been ap- 
pointed Western representatives for 
the “Standard” line of carded house- 
hold hardware for Shelby Metal Prod- 
ucts Company, Shelby, Ohio. The 
White organization will cover El Paso, 
Texas and all states West of the 
Rocky Mountains including Alaska 
and Hawaii. The firm maintains of- 
fices here as well as in Los Angeles 
and in Portland, Ore. 








CORRECTIONS 


re 
¥ 


ED H. 
McKENNA 
with 
Millers 
Falls 


Announcement of Ed. H. McKenna’s 
appointment as sales representative 
for Millers Falls was inadvertently 
run with the wrong photo in the Jan- 
uary issue. He will represent the com- 
pany’s line of tools in Colorado, New 
Mexico, Montana, Utah, Wyoming and 
El Paso, Texas. He reports to Dis- 
trict Manager, E. H. Held, of the 
Southwest sales district with head- 
quarters in Fort Worth. 


GEORGE D. 
TAGGART 
with 
Stanley 
Works 


In the January issue the notice of 
George D. Taggart’s appointment as 
manager of the Los Angeles office and 
warehouse for the Stanley Works was 
run with the wrong photo. The above 
photo is correct. He succeeds Harvey 
A. Clark who was named manager of 
the San Francisco office and ware- 
house. 





Where's The Number? 


Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted at 
the bottom of an ad. To find the inquiry 
number check the INDEX TO ADVER- 
TISERS on Page 64 of this issue. 

















REGULAR— 


7 sizes for every need 


One set of 4 in a 

3-color box. 12 boxes 

in a 3-color display carton. 

SIZES: 1'2"", Ie", e', %". "2", %". 


Ask your Jobber or writ 





Extra case hardened. Excellent mirror finish, plas 
a heavy nickel plate. 


FURNITURE LEVELER-—> 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


SIZES—I"" base, 4 on 
card; 1'4"", 2 on card; 
1'/."", 2 on card. Drive 
into universal socket 
or 5/16" hole. 





DOMES» SILENCE 


RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 
SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE, 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 








For Details Circle 51 on INQUIRY CARD 


HARDWARE WORLD 





SPECIAL INTRODUCTORY OFFER... 


uae JET-STREAM SET 


NMOW/ror QUICK TURNOVER AND Fi/// PROAT 


NEW 
JET-STREAM ' ; y 
STYLING... z = paces WT 
the HOTTEST | — ; co _ set 
SELLING housewares T eRCHANDISER 
development in \ q “3 4 GIFT BOX! 
a — 7 s 


Dp IN THIS 


$1.65 


SAUCE PAN 
THE PURCHASE OF 


Includes this 
2-QT. SAUCEPAN 


COVER 
with off-center handle. 





Order immediately! Offer good only through 
August 31. Advertise and display! (Newspaper ad mat available.) No burned hands! 


You make FULL PROFIT on every set you sell. wa =e 


Luy NOW fom your MIRRO JOBBERI No messy drip! 


MIRRO ALUMINUM COMPANY MANITOWOC, WISCONSIN 
Fifth Avenue Bidg., New York 10 © Merchandise Mart, Chicago 54 ‘ 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 


For Details Circle 52 on INQUIRY CARD 
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| INTHE NYLON 
CORD BUSINESS f 


® The Easy Way 

®@ The Low Inventory Way 
® The Low Cost Way 

®@ The Packaged Way 

® The High Profit Way 


roueet™ 


"7 BRAIDED CORD 
RACK 


That's right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
on!y 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8”, 
3/16”, 1/4” and 5/16”. Rack 
is FREE with order for 4 or 
more spools. 


Ask your wholesaler for the No. 5050 Rack 


® 
ont 
CORDAGE & 


John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 





#3 100% NYLON 
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